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HERE ARE TWO SYMBOLS = one old and the other new. 


The familiar one has been associated, for more than twenty five years, with a 


pioneer agency plan based on full-time representation by carefully selected, well 
trained men... The new emblem will become more and more familiar through 
its use by companies adhering to the Agency Practices Code sponsored by the 
Life Agency Officers Association and the National Association of Life Under- 
writers. . . Both symbols stand for high standards of life insurance service. 
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Decision to Act 
Seen at National 
Life Agents Meeting 


Zimmerman Predicts 
Quick Move on Change 
in Agents Compensation 


By LEVERING CARTWRIGHT 

PHILADELPHIA—A spirit of deci- 
sion to take action was manifest 
this week at the convention of the Na- 
tional Association of Life Underwriters. 
On many fronts the leaders were ready 
rather than to refer for further 


here 


to move 
study. 

For instance, President C. J. Zimmer- 
man announced that action can be ex- 
pected within 30 days in the direction oi 
reform of the system of agency compet- 
sation. 

At a meeting of a committee of the 
life agency officers decision was made 
to go ahead on a project, in cooperation 
with a group of university men, to install 
a two year life insurance course in col- 
leges, with the companies providing em- 
ployment in home office and field for the 
graduates with salary guaranteed for at 
least a year. 


Huebner Foundation Formed 


At the testimonial dinner for Dr. S. S. 
Huebner announcement was made ot 
the formation of the S. S. Huebner 


foundation for insurance education with 
a $125,000 fund to provide scholarships 
and fellowships. The purposes will be 
to foster development of instructors in 
life insurance, to promote research, work 
by graduate students and to encourage 
graduates already in insurance work to 
study for advanced degrees for educa- 
tional work within their own companies. 
The national trustees authorized em- 
ployment of a field secretary to be at- 
tached to the headquarters staff to work 
with local associations. 

The Philadelphia committee prepared 
in magnificent fashion and with the 
greatest perfection of detail for the con- 
vention. The program of the general 
session was exhilarating and diversified. 
President Zimmerman’s annual message 
was particularly forceful. 


Close Vote for Secretary 


The election of officers and choice of 
convention city was deferred until later 
in the week. Harry T. Wright, Chicago, 
is the new president and John W ither- 
spoon, Nashville, the new _ vice- -presi- 
dent, but a close vote is forecast in the 
contest for secretary. The choice lies 
between Herbert A Hedges, Equitable 
Life of Iowa, Kansas City, and Grant 
Taggart, California Western States Life, 
Cowley, Wyo. Also there are eight 
trustees to be selected from a field of 13 
or 14. Cincinnati, Detroit and Minne- 
apolis are putting on colorful campaigns 
to' be the 1941 convention host. 

The dozens of side shows throughout 


Business Insurance 
Sales at High Level 


Reflect New Faith 
and Desire to Protect 
Future Profits 


NEW YORK — Home office under- 
writing departments are currently get- 
ting an unusually high percentage of 
business insurance cases. The increase 
first began to be noticed last spring and 
at that time was mainly due to sudden 
interest in key- -man insurance, so much 
so that about 75 percent of the business 
was on this basis, whereas normally 
about 75 percent of business insurance 
is to retire a decedent’s interest in a 
close corporation or a partnership. 

Because of greatly increased sales to 


retire decedents’ interests the ratio be- 
tween this and key-man coverage has 


now come back to normal. Key-man 
insurance began to be popular as firms 
benefiting directly or indirectly from 
war orders realized that their power to 
continue sharing in this prosperity de- 
pended very largely on certain members 
of their personnel who would be ex- 
tremely difficult to replace. 


L. G. Simon’s Opinion 


Leon Gilbert Simon, business insur- 
ance expert, when asked for a possible 
explanation of the current interest in 
business insurance, particularly to re- 
tire decedents’ interests, said he made 
no investigation but apparently many 
businesses, though not yet enjoying ex- 
ceptional profits, can see a definite pros- 
pect of increased earnings and are 
anxious to protect these future values. 
The owners of these businesses have 
now sufficient confidence in the future to 
feel that they have something worth 
insuring even though the actual profits 
are not yet measurably greater than 
they have been for some time past. 

Another probable factor in the present 
bulge in business insurance sales, ac- 
cording to Mr. Simon, is that a lot of 
business insurance lapsed in the last few 
vears because firms were in bad shape 
and felt they could not continue the pre- 
mium outlay. These concerns have 
already been sold on the principle of 
business insurance and with a prospect 
of improved earnings are replacing their 
lapsed coverage in large amounts. 

As far as Mr. Simon could tell there 
are no particular size groups where the 
upswing in business insurance is most 
noticeable. Large, small and me- 
dium size businesses all seem to be re- 
ceptive toward buying business insur- 
ance, either for retiring decedent’s 
interest or to protect against the loss of 
a keymian. 





the week rivalled the show in the big 
tent. Each year the mechanics of the 
convention become more complicated, as 
meetings are arranged by various sub- 
sidiary groups. 

H. K. Nickell, Connecticut General, 
Chicago, was elected chairman of the 
Million Dollar Round Table; Ron Ste- 
ver, Equitable Society, Pasadena, Cal., 
was elected as a new member of the ex- 
ecutive committee, and R. P. Burroughs, 
National Life, Manchester, N. H., was 
reelected. 


Program of Medical 


Directors Announced 


Authorities to Address 
Association at Annual 
Meeting in Boston 


The program for the annual meeting 
of the Association of Life Insurance 
Medical Directors to be held Oct. 16-18 
in Boston, was announced by Dr. Har- 
old M. Frost, medical director New 
England Mutual Life, association presi- 
dent. 

Dr. M. B. Strauss, associate in medi- 
cine, Harvard Medical School, will dis- 
“Disorders Due to Nutritional De- 


cuss 
ficiency.” He is a graduate of Johns 
Hopkins Medical School, 1928, junior 


visiting physician Boston City Hospital, 
assistant physician Thorndike Memorial 
Laboratory, consultant to the Council 
on Pharmacy & Chemistry of the Amer- 
ican Medical Association, and associ- 
ate staff member of the Faulkner, New 
England Baptist, Beth Israel and 
Cambridge hospitals, and consulting 
hematologist of the Faulkner and Jew- 
ish Memorial hospitals. Dr. Strauss has 
written many treatises on disorders of 
nutrition, the nervous system and blood. 


Dr. Cragin Also to Talk 


Dr. D. B. Cragin, medical director 
Aetna Life, will talk on “Detection of 
Metallic Poisons and Some Types of 
Anemia: A Preliminary Report.” He is 
association first vice-president. 

“Significance of Positive Serological 
Examinations” is the topic of Dr. 
C. M. Rain, medical division Metropoli- 
tan Life. “Allergy, with Particular 
Reference to Asthma” will be discussed 
by Dr. F. M. Rackemann, lecturer in 
medicine Harvard Medical School, from 
which he was graduated in 1912. He has 
practiced medicine in Boston for 28 
years, is physician to the Massachusetts 
General Hospital. He has written nu- 
merous articles on allergy. 

“The Present Status of Chemother- 
apy in the Treatment of Infectious Dis- 
eases,” will be taken up by Dr. C. S. 
Keefer, Wade professor of medicine, 
Boston University Medical School. He 
is a graduate of Johns Hopkins Medical 
School, 1922, where he was assistant in 
medicine, 1923-25, instructor in medi- 
cine, 1925-26. He was resident physi- 
cian and instructor of medicine Univer- 
sity of Chicago Medical School 1926-28; 
associate professor of medicine Peiping 
Union Medical College, Peiping, China, 
1928-30; and assistant professor of 
medicine, Harvard Medical School 
1930-36. He is physician-in-chief of 
Massachusetts Memorial Hospital. 


Alcoholism Another Subject 


Merrill Moore, associate in psy- 

Harvard Medical School will 
discuss “Alcoholism, A Medical Prob- 
lem.” He has been in private practice 
in psychiatry in Boston since 1935, was 
neurological house officer, 1929-30, and 
resident neurological physician, 1931-32, 
Boston City Hospital. He also has 
taught neurology, neuropathology and 
psychiatry in Harvard Medical School, 
and is an author of note. 

“Endocrine Disorders in Relation to 

(CONTINUED ON PAGE 24) 


chiatry 


Limmerman Crusades 
Against Government 
Encroachment Acts 


Points Out Danger of Wash- 
ington Authorities Poach- 
ing on Private Preserves 


LOUISVILLE, KY.—C. J. Zimmerman, 
Chicago, president of the National As- 
sociation of Life Underwriters, here to 
address insurance men at two meetings, 
said the government will not be so avid 
to sell war risk insurance to its armed 
forces now as it was in the World War, 
because it found that such insurance 
did not have the expected effect of re- 
ducing demands for pensions. 

A present boom in life insurance has 
resulted from most companies keeping 
their contracts on a peacetime basis— 
that is with no war clause in them—Mr. 
Zimmerman said, pointing out that this 
was particularly true among young 
men eligible for conscription. 


Says Bill Will Be Passed 


A bill now pending before Congress 
to guarantee payment of private life in- 
surance payments on contracts up to a 
face value of $5,000 will certainly be 
passed, Mr. Zimmerman said and indi- 
cated that private insurance companies 
would not object to the government 
guarantee. 

This is one of the factors in the boom 
in selling life insurance to young men 
likely to be considered, he pointed out. 
Companies are able to tell prospects in 
good faith that payments on such con- 
tracts that still do not have a war clause 
in them, very likely will be made by the 
government, he said. 


Has Two Major Protests 


He is crusading against two principal 
indicated encroachments by the federal 
government on the field of private life 
insurance, one being the suggested 
delegation of authority, now in the 
hands of the states, to the federal gov- 
ernment to regulate life insurance, and 
the other being the proposed sale of “cut 
rate” policies through post offices. 

He attacked the first on the grounds 
that it would be a further centralization 
of authority * ‘contrary to our concept of 
democracy” and that the individual 
states were closer to the respec- 
tive problems and thus able to provide 
supervision “much more effective ,than 
supervision by one centralized authority 
ceuld possibly be.” 

Mr. Zimmerman declared the propo- 
sition of sale of annuities through post 
offices was both impractical and inimi- 
cal to private enterprise. 


Taxpayers Foot the Bill 


“The only reason the government 
would have for entering this field,” he 
said, “would be the idea of underselling 
the private companies. Taxpayers should 

(CONTINUED ON PAGE 24) 
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Program for Meeting of 
American Life Convention 


The detailed program for the annual 
meeting of the American Life Conven- 
tion and the legal financial, agency, 
and industrial sections at the Edgewater 
Beach Hotel, Chicago, Oct. 7-10, is an- 
nounced. The program committee con- 
sists of Julian Price, president Jefferson 
Standard Life, chairman; L. J. Dough- 
vice-presiden 


erty, Davenport,  Ia., 
Occidental Life, Los Angeles; J. A 
McLain, president Guardian Life of 


New York. The program is as follows: 


MONDAY, OCT. 7, 10 A. M. 
Legal Section 
Jelks H. Cabaniss, general counsel 


Birmingham, chairman. 
Greetings, C. A. Craig, president Ameri- 
can Life Convention, National Life & 
Accident; C. B. Robbins, manager Ameri- 
can Life Convention. 
Review of Recent Decisions, M. E. Ben- 
attorney American Life Convention. 


Protective Life, 


son, 
Medical Expert Testimony, John F. 
Handy, associate counsel Massachusetts 


Mutual Life. 


12:15 p. m. 
Legal Section Luncheon 

Philadelphia Murder-for- Insurance 
Ring, Robert Dechert, counsel Penn Mu- 
tudl Life. 


Afternoon Session 


Appointment of nominating committee. 

Appointment of memorial resolutions 
committee. 

Resort to Equity After Claim for Dis- 
ability, J. Thomas Gurney, Orlando, 


Fla., associate counsel Bankers National 
Life. 

Waiver and Estoppel as a Substitute 
for Payment, M. W. Mangus, general 
counsel State Life, Indianapolis. 


Committee on Insurance 
Minors, James F. Finlay, 
Interstate Life & Acci- 
Tenn 


Report of 
Contracts with 
general counsel, 
dent, Chattanooga, 


2:00 P. M. 


Industrial Section 


Curtis P. Kendall, chairman. 

Chairman’s Remarks, Curtis P. Ken- 
dall, vice-president, Washington Na- 
tional, Evanston, II] 

The Conversion of Industrial Insurance 


James G. Bruce, 
Life, Jersey 


Into Ordinary Insurance, 
assistant actuary Colonial 
Cats... 2. > 

The Selection of Industrial Risks, O. L. 


Jennings, underwriter American Na- 
tional, Galveston, Texas 

The Agents’ Commission Contract, 
Sydney F. Keeble, associate general 


& Casualty, Nashville, Tenn. 
of officers. 


counsel Lifé 


3usiness session—Election 


12:30 P. M. 
Financial Section 


Frank J. 
chairman. 

Luncheon for members 
the financial section. 

Greetings from the president and from 
the manager and general counsel of the 
American Life Convention. 

Method of Determining True Corpo- 
rate Earnings, George P. Ellis, president 
Illinois Chamber of Commerce; past 
president American Society of Certified 


Travers, Lincoln National, 


and guests of 


Public Accountants, Chicago. 
2 P. M. 
Closed session for financial section 


members. 

Analysis of an Electric Company Bond, 
N. H. Nelson, treasurer Minnesota Mu- 
tual Life, St. Paul. 

Analysis of a Small City Revenue Bond, 


Ehney A. Camp, Jr., treasurer Liberty 
National Life, Birmingham, Ala. 

Farm Appraisals, John S. Corley, as- 
sistant treasurer Bankers Life, Des 


Moines. 
TUESDAY, OCT. 8, 9:30 A. M. 
Legal Section 


Jelks H. Cabaniss, chairman. 

Liability of a Life Insurance Company 
to Unknown Claimants, Joseph O'Meara, 
Jr., associate counsel Western & South- 
Life, Cincinnati. 

Review of Legislation and Depart- 
mental Action—1940, Ralph H. Kastner, 
associate counsel American Life Conven- 
tion. 

Business session—Report of committee 
on memorial resolutions, report of nomi- 
nating committee, election of chairman 
and secretary. 


ern 


9:30 P. M. 


Financial Section 

Frank J. Travers, Lincoln National, 
chairman. 

Some Implications of Population 


Changes Revealed in the 1940 Census, Dr. 
Philip M. Hauser, assistant chief statisti- 
cian for population, U. S. Bureau of the 
Census, Washington, D. C. 

The Real Estate Mortgage Outlook, H. 
A. Moore, vice-president Chicago Title & 
Trust Company, Chicago. 

A Chemist Looks at the Investment 
Problem, Dr. Chaplin Tyler, E. I. 
Wil- 


du Pont de Nemours & Company, 
mington, Del. 
12:30 p. m. 
Financial Section Luncheon 

To which members of the Legal Sec- 
tion are especially invited. 

New Government Legislation and 


Regulation Affecting Institutional Inves- 


tors, Dana Backus, White & Case, attor- 
neys, New York City. 


Afternoon Session, 2:30 p. m. 


Report on 1940 Life Officers Investment 
Seminar, Alex Cunningham, vice-presi- 
dent and treasurer, Western Life, Helena, 
Mont. 

The Outlook for Electric Utility In- 
vestments, Alex Dow, chairman executive 
committee, Detroit Edison Company, De- 
troit. 


Business session—Election of officers. 





WEDNESDAY, OCT. 9, 9:30 A. M. 
Section 


W. F. Winterble, director of agencies 
Bankers Life of Iowa, chairman. 

Our Way to Better Business, J. C. Hig- 
don, vice-president in charge of sales, 
Business Men’s Assurance, Kansas City, 
Mo. 

The Current Economic Situation and 
Its Relation to Life Insurance, Claude L. 
Benner, vice-president Continental Amer- 
ican Life, Wilmington, Del. 

The Life Insurance Agent R. B. Cool- 
idge, superintendent of agencies Aetna 
Life, Hartford. 

Address, Holgar Johnson, president In- 
stitute of Life Insurance, New York City. 


Agency 


General Session, 2:00 p. m. 


C. A. Craig, presiding. 

President’s address, C. A. 
dent American Life Convention; 
man of the board National Life & 
dent. 

Annual Report 


Craig, presi- 
chair- 
Acci- 


of Manager, Charles 
Burton Robbins, manager and general 
counsel American Life Convention. 
Address, David Sarnoff, president Radio 
Corporation of America, New York City. 
Chamber of Commerce of the U. S. A. 
motion picture—‘“Free Men Build a 
Nation.” 
7:30 p m. 
Executive session of the American Life 
Convention. 
Thursday, Oct. 10, 10 A. M. 
General Session 


Cc. A. Craig, presiding. 
Fraternal greetings, National Associa- 


tion of Insurance Commissioners; Asso- 
ciation of Life Insurance Presidents; 
Canadian Life Insurance Officers Asso- 


ciation; National Association of Life Un- 
derwriters; Chamber of Commerce of the 
U. S. A.; National Fraternal Congress. 

Whose Ox Is Gored? Walter W. Head, 
president General American Life, St. 
Louis. 

A Peculiar 
Rhodes, vice-president 
Life, Newark, N. J. 


Business,” Edward FE. 
Mutual Benefit 


Afternoon Session, 2 p. m. 


Clarke, execu- 
Life, Los 


Investments, Dwight L. 
tive vice-president Occidental 
Angeles. 

Perpetuating Our American System, 
Dr. Hugh S. Magill, president American 
Federation of Investors, Inc., Chicago. 

Address, Lieutenant-Colonel George A. 
Drew, K. C., member of the bar and 








Equitable, Iowa, Joins 
American Convention 


The Equitable Life of Iowa has 
been admitted to membership in 
the American Life Convention. 
This is conceded to be an impor- 
tant adjunct to the membership 
list. It raises the membership now 
to 157, an all-time high. The 
companies are domiciled in 38 
states, the District of Columbia 
and some of the Canadian prov- 
inces. 





opposition in the legisla- 
Ontario, Toronto. 
annual = dinner- 
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dance. 


Small Increase in Sales on 
Ordinary Life in Canada 
During First Year of War 


TORONTO.—Up $6,500,000 for the 
first year of the war, sales of new or- 
dinary life insurance in Canada and 
Newfoundland by 18 companies having 
84 percent of the business in force 
showed an improvement of 1.75 percent 
over the previous twelve month period. 

Figures which have been released by 
the Canadian Life Insurance Officers 
Association show detailed sales of $375,- 
170,000 for the period from September 
1939 to August, 1940, as compared with 
$368,723,000 for the previous twelve 
months. These sales are exclusive of 
group and wholesale insurance, annui- 
ties, pension bonds without insurance, 
reinsurance, revivals, etc. 

Detailed sales by provinces for Au- 
gust were as follows, the month’s total 
being $24,698,000: British Columbia, 
$1,763,000; Alberta, $1,029,000; Saskat- 
chewan, $796,000; Manitoba, $1,381,000; 
Ontario, $9,980,000; Quebec, $6,969,000; 
New Brunswick, $774,000; Nova Scotia, 
$1,188,000; Prince Edward Island, $233,- 
000; and Newfoundland, $585,000. 





Prudential Elects Groel 

NEWARK, N. J.—F. H. Groel has 
been elected an assistant secretary of 
the Prudential. He is 41 years old, and 
was born in Newark, educated in the 
Newark public schools and was gradu- 
ated from Princeton in 1921 and from 
Harvard Law School in 1923. In 1927 
he was appointed assistant corporation 
counsel of Newark and re-appointed in 
1929, serving until 1933. He was a mem- 
ber of the faculty of the New Jersey 
Law School, afterwards the School of 
Law of the University of Newark, from 
1926 to 1938. 
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Plans F alinwed by CHICAGO STILL AT HELM 


Offices on Draft 


Companies Are Announc- 
ing Policy as to Com- 
pulsory Military Service 


At least two life companies have taken 
action in connection wich the selective 
service act to pay their empioyes wiio 
are drafted the difference between their 
present salaries and the compensation 
which will be paid them by the govern- 
ment. These are Equitable Life of lowa 
and Union Central Life. 

Employes of the Union Central were 
informed that in case they are called for 
compulsory military training or service, 
the company during the time they are in 
the service, will pay the difference be- 
tween their salary and the compensation 
paid them by the government. 

“In addition, at the end of this com- 
pulsory military training or service, they 
will find their old jobs waiting for them 
at the same pay they were receiving 
when called, President W. Howard Cox 
said. ‘The same rules will also apply, 
of course, to any of our employes who 
enlist in the regular army in case of 
war.” 

More than 1,000 persons are employed 
by the home office, Union Central and 
nearly two-thirds of these are men. 


Equitable of Iowa Action 


The Equitable Life announced home 
office workers will receive full income, 
with the company paying the difference 
between regular salary and military pay. 
The policy was announced following a 
meeting of the board which was ad- 
dressed by F. W. Hubbell, president. 
Employes called into service will be 
given a year’s leave of absence. 

Other life companies previously had 
announced plans of paying employes 
salaries for one to three months while 
drafted into the military service and 
restoration of their jobs at the same sal- 
ary when their year’s service is up. 

For the first month after entering the 
service, each employe of Equitable Life 
will be paid a full month’s salary. For 
the next 11 months, each will be paid 
by the company the difference  be- 
tween his salary and his military 
pay. An exception is made for single 
employes, who will receive $30 per 
month less than the difference between 
company salary and military pay, be- 
cause single men will be relieved of daily 
living expenses in the army. 


Agents Get Special Treatment 


Agents will be granted a leave of ab- 
sence and the time spent in the army 
will be considered as time worked for in 
computation of renewal commissions. 
Agents who were producing at the rate 
that would qualify for attending the 
company’s annual convention when they 
entered the military service will be in- 
vited to the convention of the succeed- 
ing year. All pension and group insur- 
ance benefits will be continued by the 
company during leaves of absence just 
the same as though the men were ac- 
tively employed. 

Similar action was taken by Equitabie 
Life in 1917-18. 

Employes of Great National Life who 
go into military service will have their 
jobs saved for them, S. J. Hay, presi- 
dent, announced. He said any represen- 
tative who volunteers, or is called to 
active military duty will be granted full 
leave of absence and after such service 
with the government is over will be 
reemploy ed in the same position which 
he left or in one of equal opportunity. 

Details of the present policy- of the 
Aetna Life companies in respect to 
those employes who may be affected by 
the mobilization of the national guard 
and reserve officers and the passage of 
the conscription bill are announced by 
President Brainard. 

Present employes called for temporary 
military or naval training will, until 
further notice, be given leaves ‘of ab- 








HARRY T. WRIGHT 


The National Underwriter this week 
is getting out a daily edition in connec- 
tion with the National Association of 
Life Underwriters annual convention at 
Philadelphia and it will go to all sub- 
scribers. It is one of the most valuable 
enterprises that the publication under- 
takes. It so neal that two Chi- 


and salary allowances will be 
made. If an employe has been with the 
Aetna Life organization less than 
one year, his salary will be continued 
for one month; less than two years, two 
months; and more than two years, three 
months. 

The term “leaves of absence” is in- 
tended to mean that at the conclusion oi 


sence, 





Cc. J. ZIMMERMAN 


cagoans are featured particularly, 
Charles J. Zimmerman, general agent 
Connecticut Mutual Life, being presi- 
dent, and Harry T. Wright, associate 
manager Equitable Society in the Woody 
agency, vice-president, being his suc- 
cessor. Both are outstanding men in 
National association activities. 





his service an employe in good health 
and with a creditable military record 
will, on application to the company, be 
reinstated at the salary he was receiv- 
ing when he left to go into training. It 
cannot mean that the identical position 
will be available for him, but a position 
will be open to him at the same pay. 
(CONTINUED ON PAGE 24) 








A LOST 


ance lapsed for non-payment 


1942. 


WILLIAM H. KINGSLEY 
Chairman of tne Board 








Back in 1916 we issued a $2,500 policy on an Illinois man, 
who paid his premiums regularly until 1930, when the insur- 


heard no more from him, and the records were marked that 
the policy continued under automatic extension to March 8, 


In December of 1939 our claim department, reviewing a 
list of the death claims of another company, found this man’s 
name listed, inquired, and found him to be our policyholder. 
He had died in April of 1939. 
the extension feature, the $2,339 due was paid to his estate. 


Why had we had no claim presented to our company 
when the other company had received one? 
between lapsation and death the insured had gone insane, his 
beneficiary had died, the policy was lost. 
nothing of the existence of the insurance. 
cooperation revealed the claim. 


¢ + + 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


POLICY 


of premium. Thereafter we 


Still under the protection of 


During the years 


The estate knew 
Inter-company 


JOHN A. STEVENSON 
President 














High Honor Is Paid 
to Dr. S. S. Huebner 


Completes 35 Years in 
the Insurance Educational 
Field 


PHILADELPHIA—The life insur- 


ance business of this country paid trib- 


ute to the completion of 35 years of 
pioneering work in the life insurance 
educational field by Dr. S. S. Huebner 


of the University of Penns ylvania, at a 
dinner Thursday of this week. Leading 


figures in the life insurance business 
Irom every state, District of Columbia, 
Alaska, Hawaii and the Philippines 


were present. 

J. S. Myrick, of New York, chairman 
of the board of the American College 
of Life Underwriters, presided. Speak- 
ers included T. I. Parkinson, president 
Equitable Society, and T. S. Gates, pres- 
ident University of Pennsylvania. 

Shortly after graduating from the 
University of Pennsylvania in 1904, Mr. 
Huebner conceived the need for life in- 
surance education in American colleges 
and universities. He interested the 
Wharton School of the University of 
Pennsylvania in the idea, and it was 
due to his efforts that the first univer- 


sity department of insurance in this 
country, which he still heads, was or- 
ganized. 


Dr. Huebner in those early years con- 
ceived of the life insurance agent as a 
professional man as well as a salesman, 
a trained expert providing in personal 
security, and his philosophy has had a 
profound influence on the development 
of life insurance underwriting in this 
country over the past three decades. 

The national life insurance organiza- 
tions sponsoring the testimonial are: 
Association of Life Insurance Presi- 
dents; American Life Convention; In- 
stitute of Life Insurance; Association of 
Life Agency Officers; National Associ- 
ation of Life Underwriters: American 
College of Life Underwriters; National 
Association of Life Underwriters; 
American College of Life Underwriters; 
National Chapter of Chartered Life Un- 
derwriters; Association of Life Insur- 
ance Medical Directors; Life Adver- 
tisers Association; Life Insurance Sales 
Research Bureau; Home Office Life Un- 


derwriters Association; and American 
Association of University Teachers of 
Insurance. 


J. H. Reese of Philadelphia was chair- 
man of the committee on arrangements. 


Agents’ Compensation to Be 
Big Topic at Life Agency 
Officers-Bureau Meeting 


Preliminary plans for the annual meet- 
ing of the Life Insurance Sales Re- 
search Bureau and Association of Life 
Agency Officers, which will be held 
Oct. 28-30 at the Edgewater Beach 
Hotel, Chicago, have been completed 
and it is expected that the final program 
will be announced shortly. The pro- 
gram committee, consisting of H: T. 
Burnett, vice-president Reliance; V. B. 
Coffin, vice-president Connecticut Mu- 
tual; F. H. Haviland, vice-president 
Connecticut General, and A. E. Patter- 
son, vice-president Penn Mutual, has 
been working closely with the bureau 
staff for several months and are now 
arranging final details of the meeting. 

One of the highlights of the meeting 
will be a symposium the afternoon of 
Oct. 29 on agents’ compensation. The 
committee on agents’ compensation, 
which was appointed at the 1939 annual 
meeting, will report on its progress and 
the problem will be discussed by sev- 
eral members of the committee. It is 
expected that another highspot will be 
the discussion Wednesday morning of 
trends in training and retraining. 

Mr. Coffin will preside Monday, Mr. 
Burnett Tuesday, and Mr. Patterson the 
final day of the meeting. 








Managers Minimize 
Effect of Draft on 
Recruiting New Men 


Young Unmarried Group 
Is Held Least Desirable 
Potential Agent Material 


NEW YORK—Managers and general 
taking the National 
programs very 


agents here are 


Guard and conscription 


much into consideration in their recruit- 
take an opti- 


ing work but in general 


mistic outlook. The principal effect will 


be to cause recruiting activities to veer 
away from the young unmarried man 


with no dependents. 

end of the 
that 
anyway. 
responsi- 


Fortunately for the agency 


business, this is the type of men 
agencies have steered clear of 
Married men because of their 
bilities have always been favored as po- 
tential agents. Ordinarily they have been 
out of school for some years and have 
become reconciled if not enthusiastic 
about hard work being an essential in- 
gredient of success. The Life Insurance 
Sales Research Bureau's aptitude rating 
system reflects this better experience 
with married men who are not too 
young. 


Already Losing Men 

Agencies are already losing men who 
are in the national guard or the reserve. 
One general agent lost three men in this 
way, one of them a new agent who was 
going at a pace that would have placed 
in the $400,000 class in his first year. 
However, outside of men already hav- 
ing a definite connection with the na- 
tional guard or the reserve the inroads 
of the defense program should not be 
very severe because most agencies do 
not have many young unmarried agents 
who would be subject to conscription. 
And even among those subject to the 
draft the small number who will be 
called as compared with the huge num- 
bers eligible will result in very few 
losses of personnel on the average. 

As a possible recruiting difficulty there 
is an angle that looms up more seriously 
than the conscription program. That is 
with more jobs to fill by reason of Euro- 
pean war orders and the defense pro- 
gram plus the withdrawing of men 
from jobs to go into the armed forces 
there will be so many positions open 
for desirable potential agents that it will 
be more difficult than ever for life insur- 
ance to attract them. As an offset to 
this, however, there is the fact that if 
there is general business prosperity it 
will be easier to sell life insurance and 
consequently the business will be more 
attractive than it is now. 


More Should Dare Shift 


Another favorable angle is that men 
now in blind alley jobs will be less hesi- 
tant to leave them to try the life insur- 
ance business if they know that they 
will have no trouble getting some other 
job if they prove unsuited to the life in- 
surance business. As things stand 
now and have for some years many men 
who might have tackled life insurance 
selling have clung to jobs they disliked 
or which paid poorly merely because 
they were afraid they would be a long 
time getting another meal ticket if they 
should not click in the life insurance 
business. 

One general agent believes that the 
conscription program will open up op- 
portunities for women agents to a 
greater extent than in the past. He 
pointed out that the contracting of 
women from uniform 
among agencies, some 


agents is far 
companies 


and 
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WILL SPEAK AT LIFE ADVERTISERS ANNUAL MEETING 








A. H. THIEMANN 
New York Life 


Educate Buying 
Public, Roy Ray 
Roberts Advises 


The buying public is the greatest 
force in this country today, and it is to 
this group that the fundamentals of life 


insurance should be taught, Roy Ray 
Roberts, general agent State Mutual 
Life, Los Angeles, vice-chairman na- 


tional committee on education in charge 
of consumers’ education of the National 
Association of Life Underwriters, urged 
this week, 


in an interview in Chicago 
en route to the national convention in 
Philadelphia. 


things bothering the com- 
panies today, the TNEC-SEC investiga- 
tion, state or federal control, education 
of agents and taxes, can be auto- 
matically solved if the consumer is 
taught what happens to the premium 
dollar, Mr. Roberts said. The public is 
the force which controls the legislative 
moves that might bring about the de- 
struction of the present system and put 
it under federal control. 

Not only will the education of the 
consumer solve these problems, he said, 
but it will require the companies to 
select better men to deal with an in- 
telligent insurance buying public. Also, 
the companies will be forced to put out 
policies which will not contain deceitful 
and hidden clauses. 
*“In an educational program of this 
kind, we are fighting the consumers’ 
problems as well as the companies’ 
problems,” Mr. Roberts went on. “Look- 
ing at it unselfishly, we should not only 
benefit from an increase in sales, but the 
public would benefit in realizing the 
value of life insurance and would learn 
to differentiate between the good and 
the bad companies.” 


The four 


Became Interested 20 Years Ago 


The way in which Mr. Roberts hopes 
to put across his consumers’ education 
movement can best be told by what has 
been accomplished in his own state of 
California. 

About 20 years ago education of the 
public became a hobby with Mr. Rob- 
erts. He talked at length about its pos- 
sibilities, and 10 years ago was appointed 


successfuly employing women agents 
and others taking on virtually none at 
all. A development like the draft, by 
shifting the attention of companies 
which have so far been uninterested in 
women agents, might have a widespread 
effect in turning the scales in favor of 
a wider employment of women agents, 
he observed. 





RAY B. 
Home Lite of New 


HELSER 
York 


to the insurance committee of the Los 
Angeles Chamber of ommerce. Soon he 
became the committee chairman. By 
1935 he held the same office in the Los 
Angeles Association of Life Underwrit- 
ers. A year later he was instrumental 
in the installation of a required course, 
“Money Management,” which included a 
section on life insurance, being added 
to the curriculum of the School of 
Commerce at the University of South- 
ern California. He had done this through 
his business association with the late 
Dr. Frank Teuton, who was vice-presi- 
dent and academic head of the school. 

A year ago, under his management, 
the state education committe e raised $7,- 
500 to establish consumers’ education in 
the adult division of the state educa- 
tional system. Some 7,000 state teach- 
ers have been instructed in the work 
and it is estimated that 350,000 adults 
are taking the course this year. Many 
California junior colleges have added 
the course to their curriculum and 
shortly it is planned that a similar text 
be added to all secondary schools in 
the state. 

Dr. George C. Mann, head of the 
adult educational program in California 
and recently appointed in charge of edu- 
cation for national defense, is the source 
through which Mr. Roberts is working. 
If he is made head of tie educational di- 
vision of the National association, Mr. 
Roberts hopes to establish this form of 
consumers’ educational program coun- 
trywide. Tuesday the educational com- 
mittee of the association met with Dr. 
Mann to discuss this project. 


California Department 
Issues Many Licenses 


SAN FRANCISCO—Since July 
insurance department has issued 
solicitors’ licenses compared with 5,559 
for the entire 1939-40 license period. Of 
thos issued, 3,892 are permanent and 
1,874 temporary. ‘Considerable of this 
outstanding increase in the number of 
solicitors licensed is accounted for by 
the enforcement of the code which re- 
quires licensing of clerical help in insur- 
ance offices as well as the licensing of 
automobile dealers. The work of the 
investigators of the division is also 
credited with “smoking out” a number 
who previously had operated “without 
benefit of license.” 

From July 1 to date there have been 
16,403 permanent agents’ licenses issued 
and 611 temporary agents’ licenses; 707 
permanent inter-insurance licenses and 
120 temporary; 5,766 solicitors’ licenses; 
5,642 brokers; 13,022 permanent life 
licenses and 1,368 temporary; 703 dis- 
ability; 684 limited disability; 706 “joint 
firm” (life); 80 bail agents; 124 bail so- 
licitors and 20 bail permittees. 


1 the 


5,766 

















A. WHITE 
Mutual Life 


NELSON 
Provident 


SEC Member Sees 
Insurance Funds 
as “Headache” 


That the so-called 20-day incubation 
period provided in the original federal 
securities act was primarily responsible 
for the direct placement of bond issues 
with life companies to the loss of in- 
vestment bankers and that the recent 
amendment permitting elimination of 
the period before an issue of securities 
could be sold to the public would restore 
the field to investment bankers was 
scouted by Sumner T. Pike, member of 
the Securities & Exchange Commis- 
sion in addressing a meeting of the 
Maine Investment Dealers Association 
at Portland. 

Mr. Pike 


contended that the insur- 


business be- 


ance companies get the 
cause they are able to make a commit- 
ment, having the money to pay. The 


underwriters, on the other hand, are not 
able to make a firm commitment be- 
cause they do not have the cash in hand. 
The practice of life companies buying 
new securities direct from the issuer 
dates from 1934, he said. The growth 
of that type of transaction parallels the 
operation of the securities act, it is true, 
he said, but it is false to attribute the 
result to the legislation. The real 
answer, he contended, is the increasing 
concentration of huge funds of capital 
in the hands of insurance companies and 


the other institutional investors that 
must be invested. 

Hostile to Insurance 

Mr. Pike then spoke rather men- 


acingly as follows: 

“The insatiable appetite of the life 
insurance companies for bonds may, in 
addition to being a headache for the in- 
vestment bankers, turn out to be a real 
headache for American business.’ 

The investment bankers, he argued, 
are “up against a competitor greater 
than they have ever met before, a com- 
petitor with almost endless resources 
anda compulsion to grab up the best of 
the securities which are available.” 


Riebe Goes to Duluth 

INDIANAPOLIS—C. J. Kelly, Jr., 
Prudential manager at Minneapolis an- 
nounces the appointment of I*. C. Riebe, 
Jr., as assistant manager at Duluth with 
offices at 503 Sellwood Bldg. Mr. Riebe 
is a graduate of the University of Min- 
nesota and has been in the business for 
seven years. He has made a splendid 
production record at Minneapolis. He 
will have charge of Dututh and _ sur- 
rounding territory Oct. 1 
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National Guardian 
Shapes Plans for 
Anniversary Drive 


Big October Production 
Expected in Observance 
of Company’s Thirtieth 


By HOWARD J. BURRIDGE 


On the 11th of next month, the Na- 
tional Guardian Life of Madison, Wis., 
will be 30 years old, and last week the 
company’s leading producers held a 
two-day conference in Madison at which 
plans were formulated for an anniversary 
drive to be held during October. Antic- 
ipating the National Guardian’s thirtieth 
birthday, the stalwarts of the agency 
organization formed the “Forty Club” 


early this year. Members are those pro- 














GEORGE A. BOISSARD 


ducing 40 policies in 1940. So far, 56 
have qualified, and a special meeting 
and dinner of this select group was a 
curtain raiser to the regular convention 
sessions. Val F. Zillig, Milwaukee, pre- 
sided as president of the “Forty Club,” 

and there were talks by James A. Rich- 
ards, River Falls, Wis., and the National 
Guardian’s beloved president, George A. 
Boissard. Mrs. Hazel H. Schultz and 
Maude J. Slightham of the home office 
staff were hostesses at a dinner for tue 


wives of the members of the “Forty 
Club.” 
Phelps and See Speakers 

At the convention proper, the prin- 


cipal speakers were Ward Phelps, Sales 
Research Bureau, and Frank M. See, 
general agent New England Mutual at 
St. Louis. A. G. Schmedeman, Jr., 
superintendent of agents, was chairman 
of the opening session. He outlined the 
production plans to be followed during 
anniversary month. President Boissard 
gave the address of welcome, and Rich- 
ard Boissard, vice president and gen- 
eral manager, gave the intimate “family 
talk” of the day, telling in detail of the 
National Guardian’s present situation 
and future plans. 


Richard Boissard’s Talk 


He said that since July 1 the Wiscon- 
sin insurance department has been ex- 
amining the company, and that the 
present examination is the most thor- 
Ough going in the National Guardian’s 
history. It will be concluded next 
month. It will show the company as 
being in a sound, solvent, satisfactory 
condition with over $12,000,000 of high 
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grade assets, insurance in force of over 
$51,000,000, and new business _ being 
written in lowa, Minnesota, Ohio and 
Wisconsin at the rate of better than 
$4,500,000 annually. For the first eight 
months of this year the company is 
comfortably ahead of 1939. 

Mr. Boissard remarked that he saw 
no immediate necessity for adopting a 
war clause, and that the company would 
make no change in the interest factor 
next year. Commenting upon the pres- 
ent low interest rates and the difficulty 
of securing high grade investments to 
yield an attractive return, Mr. Boissard 
said that if the present tendency con- 
tinues the company may decide to in- 
crease its annuity and income endow- 
ment rates. 


Major Urges Plain Language 


Ward Phelps concluded the initial 
session with his talk on “Prospecting 
Effectively,’ and he was the first 
speaker at the second session with a 
discussion of “Programming the Pack- 
age Sale.” W. J. Wandrey, the National 
Guardian’s secretary-treasurer, acted as 
chairman of this meeting. The conclud- 
ing speaker was one of the company’s 
newly acquired producers, John J. Major 
of Milwaukee. He said that the average 
prospect does not want life insurance, 
but does want what life insurance does. 
He urged the use of plain language, and 
urged the agents not to mention life 
insurance during a sales talk, but only 
what life insurance does. 


Service Buttons Awarded 


President Boissard was the toastmas- 
ter at the banquet. He presented service 
buttons to the company’s veteran pro- 
ducers as follows: 25 years, A. C. Ar- 
neson, Spring Valley, Wis.; 20 years, 
John R. Ryan, Janesville, Wis.; 15 
years, W. A. Canary, Footville, Wis., 
and H. J. Bergen, Glenbeulah, Wis.; 10 
years, K. W. Rubadeau, Madison, Wis.; 
five years, E. W. Stephan, Madison; A. 
A. Teschendorff, Milwaukee, and Tim- 
othy Blaney, Green Bay. Following the 
dinner there was a keno party. : 

Archie V. Hurst, Eau Claire, Wis., 
the company’s second oldest agent, was 
chairman at the final session. In open- 
ing it, he said that of the millions ot 
men subject to draft only about two 
for each 1,000 population wil be called 
the first year. Their jobs will require 
successors. He predicted that the gov- 
ernment’s defense program will produce 
the greatest period of prosperity the 
United States has known in the past 10 
years unless England collapses. He 
said the prosperity thus produced might 
not be sound, but that it will be pros- 
perity nevertheless. 


Biggest Swimming Pool 


Don Clapp, agency secretary, made 
the observation that every company, for 
the sake of agency morale, should be 
“first” in something. He said that by 
this time next year the National Guard- 
ian will be quartered in its new home 
office building on the shore of one of 
Madison’s lakes, and that in back of the 
building the National Guardian will 
have the largest swimming pool of any 
company east or west of the Mississippi 
River. 

Frank M. See, St. Louis general agent 
of the New England Mutual, conducted 
one entire session. He divided his dis- 
cussion into three parts: “Life Insurance 
—The Individual Approach to Social 
Security; ” “Present Day Prospecting,” 
and ‘ ‘Ten Commandments for Closing a 
Sale.” At the farewell luncheon, Frank 
Neu, Green Bay, presented the prizes 
for the best record books. The conclud- 
ing feature was a buffet supper at Maple 
Bluff Golf Club, after which there was 
music and movies. Two special lunch- 
eons were held for the ladies in attend- 
ance, one at Baraboo, Wis., and the 
other at Muscoda, Wis. In addition, 
there was a visit to the Dousman Home 
at Prairie du Chien, Wis. 





H. F. Burtch, formerly a leading 
agent with the New England Mutual at 
Cincinnati, has become associated with 
the K. A. Luther agency of the Aetna 
Life in New York City. Mr. Burtch was 
at one time connected with the Aetna 
Life in Cincinnati. 


DEPENDABLE PERFORMANCE 























‘Pay the Mortgage or 


Out You Gol” 


This was a favorite threat in the 
melodrama of the handlebar moustache 
days. Yet many a truth was contained 
in those words. 


Thanks to life insurance, this sort of 
tragedy can be confined to the melo- 
drama. Mortgage Cancellation Insur- 
ance guarantees that a home can go 


free and clear of debt to the family. 


To enable Connecticut Mutual rep- 
resentatives to put the benefits of the 
Mortgage Cancellation Plan clearly 
and forcefully before home owners, 
special mortgage sales material has 
been prepared, such as a sales talk, 
special rate sheets, Direct Mail, de- 
scriptive literature, and other visual 
sales material. 
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Mutual Life's New 
Head Makes Hit 
with Life Managers 


NEW YORK—In his first 
ance before a life insurance 
outside of 
Lewis W. 


appear- 
audience 
President 
Mutual Life 


his own company 
Douglas of the 





LEWIS W. DOUGLAS 


York 
at the 


won an enthusiastic re- 
New York City Life Man- 
Association meeting. His theme 
lat since the institution of Ameri- 
can life insurance can exist only in an 
atmosphere of democratic freedom life 
insurance men have a particular interest 
in doing everything possible to maintain 
the British Empire and British fleet, 
which he termed our first 


of New 
sponse 
ager’s 
was tl 


lines of de- discharge our 
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fense. He made a lasting impression 
not only by his address but by his friend- 
liness and humor. 

Mr. Douglas at once won his audience 
by starting off with the usual “Mr. 
Chairman, gentlemen,” and then adding 
“and members of the United Amalga- 
mated Affiliated Union of Seamstresses.” 

As the slightly baffled laughter sub- 
sided he continued, “This may or may 
not be a political speech.” 

Stresses Links with England 

S. Myrick, Mutual Life man- 
ager in New York City, introduced Mr. 
Douglas, who said that he had found 
no one in the Mutual Life organization 
claim to have been edu- 
cated at one point or another by “Mike” 
Myrick, and added: “Mike now has on 
his hands the toughest job he has ever 
undertaken.” 

Stressing the factual as well as senti- 
mental ties between the United States 
and England, Mr. Douglas pointed out 
that for the 117 years since the promul- 
gation of the Monroe Doctrine the 

3ritish fleet has been our first line of 
defense. He said that in no other way 
can we explain our naval policy of hav- 
ing a fleet sufficient only for one ocean 
and that no one who_ understands 
American history can deny that the 
British empire and the British fleet have 
been protecting ‘iccmeaaia in the United 
States since 182: 


Julian 


who did not 


Design of aan Program 


Mr. Douglas observed that the inten- 
sive preparedness program now under 
way is designed to meet the threat of 
the axis powers and no others. 

“Tf that is the threat, is it not in our 
interest to do everything possible to as- 
sure the continued existence of the 
British empire and the British fleet?” he 
demanded. Saying that “we in the life 
insurance business are engaged in a 
great adventure to save the future,” he 
declared that only by meeting the chal- 
lenge to freedom “will we be able to 
responsibility to_ _those 


Zone 3 Officials 
Hold Conference 


McCormack of Tennessee 
Was Reelected Chairman 
—Important Action Taken 


NASHVILLE, TENN. — Commis- 
sioner J. M. McCormack of Tennessee, 
chairman zone 3 of the National Associ- 
ation of Insurance Commissioners, gave 
a report of the meeting of the commuis- 
sioners in that district held at Mont- 
gomery, Ala. He was reelected chair- 
man. It was agreed that a short pre- 
liminary report for the personal atten- 
tion of the commissioners covering 
problems on each examination should 
be made to the home state commissioner 
by the examiner assigned on each ex- 
amination. The home state commis- 
sioner will promptly send a copy of this 
report to each state in the zone if there 
is any particular problem arising. 


Non-Admitted States 


Although no definite action was taken 
it was the consensus of opinion that a 
state in addition to the home state 
should be invited to represent zone 3 on 
each company having sufficient volume 
to justify such treatment. A telegram 
was sent to Commissioner Read of Ok- 
lahoma, secretary of the association, dis- 
approving the appointment of an exam- 
iner participating in an examination 


who have committed their life savings 
to our care.” 

Osborne Bethea, Penn Mutual, asso- 
ciation president, was toastmaster. 

Many home office agency officials 
were — a number being from the 
New England states and on their way to 
the National Association of Life Under- 
writers convention in | Philadelphia 





tional Bank Building. 


where a company is not admitted to 
a state. It was pointed out that, if the 
home state alone represented the zone, 
this would result in the other seven 
states in the zone being barred from par- 
ticipation in any examination at any 
time, and that this action would be in 
conflict with the theory of rotation, a 
basic principle of zone examinations. 

A telegram was also sent to Commis- 
sioner Bowles of Virginia, sustaining his 
position that an examiner from a non- 
admitted state be refused to participate 
in an examination. 

Three commissioners, Lucas of Mis- 
souri, Julian of Alabama and McCor- 
mack of Tennessee, members of the ex- 
aminations committee of zone 3, for- 
warded their votes against approval of 
such representation by a state in which 
the company was non-admitted. 

A study was suggested in regard to a 
statute that would require companies, 
withdrawing from any state, upon the 
request of the home state commissioner, 
to reinsure all outstanding risks in an 
approved and admitted company. 


Contribute to Canadian War Loan 


TORONTO — Other companies in 
Canada which have contributed substan- 
tially to Canada’s second war loan, along 
with those reported in these columns 
last week, include: Manufacturers Life 
$2,250,000, Excelsior Life $600,000, Gore 
District Mutual $125,000, Independent 
Order of Foresters $120,000, Royal 
group $115,000, Continental Casualty 
$106,000, Phoenix of London $100,000, 
Zurich $100,000, Waterloo Mutual $100,- 
000, Economical Fire $100,000, Commer- 
cial Union $100,000, London & Lanca- 
shire $109,000, Dominion of Canada 
General $100,000. 


Frank Holloway’s Change 
DAYTON, O.—F. C. Holloway, for 
the past 18 years general agent for the 
Pacific Mutual Life here, has been ap- 
pointed general agent of the Berkshire 
Life with headquarters in the Third Na- 








FOL JOuN LINCOIN RAISED 
HIS AVERAGE-SIZE POLICY 
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WHEW/ ANOTHER LETTER 
FROM MY G.A. ABOUT TOO 








HE SUGGESTS SALARY CONTINUANCE 
PLAN - I'LL GET OUT MY KIT- STUDY 
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Canteen Scores 
in Chapter 9 Case 


Insurance Commissioner 
Remains as Conservator of 
the National Guaranty 


LOS ANGELE S—Commissioner 
Caminetti, whose appointment = as 
conservator of the 12 Chapter 9 Itie 
companies has been attacked by the ma- 
jority of the companies seized, won a 
SW eeping and dramatic victory in the su- 
perior court of Los Angeles county; the 
court announcing in addition, that his 
ruling was making new insurance law, 
and the court also excoriating President 
C. W. Harrison of the National Guar- 
anty Life from the bench, declaring 
Harrison was operating the company 
“for the benefit of his own pocket 
book.” 

The case, the first of the Chapter 9 
companies has been on trial since Sept. 
12. It was on the petition of the Na- 
tional Guaranty Life to have set aside 
the conservation order appointing the 
commissioner as conservator of the 
company, and the application for a writ 
of mandamus to compel the conservator 
to return the assets of the company to 
the old regime. 


Company Attorneys Argue 


The ruling of the court came today 
after State Senator R. W. Kenny and 
Austin Sherman, counsel for the com- 
pany had recited to the court the addi- 
tional facts they expected to prove that 
they were entitled to have their petition 
and motion granted. Mr. Sherman made 
a lengthy argument on behalf of his 
client, without avail for the court im- 
mediately granted the motion to dismiss 
and followed it with a denial of the 
mandate motion. 


Judge Speaks Plainly 


Judge Schmidt outlined what had led 
him to reach his decision, and it con- 
cluded with the statement that a mutual 
life insurance company is owned by the 
policyholders; that the officers and di- 
rectors should operate the company for 
the benefit of the policyholders, but that 
in the present case “because of the ex- 
orbitant salary paid the division of time 
among the companies in which he was 
interested, and his attitude, Mr. Harri- 
son was not operating the company for 
the benefit of the policyholders, but was 
operating it for the benefit of his pocket- 
book.” The court then suggested that 
1 plan of rehabilitation for the company 
be prepared and submitted to the court. 


Harrison’s Testimony 


In his testimony last week Mr. Harri- 
son told of various phases of the opera- 
tions of the company and his activities; 
then told of the negotiations for the 
purchase of the Commercial Exchange 
building for $350,000 which deal fell 
through because of the present troubles; 
told of his connection with the National 
Guarantee, the State Mutual, the Alli- 
ance and the Great States companies 
and of the salaries he received from 
each and of getting a cash payment of 
$20,000 from the Great States for his 
services, half of which he paid to Dan 
King, president of the Master Life; told 
of operating the North American Mu- 
tual Life, one of the so-called 452-F 
companies that were declared illegal in 
the state, of his moving it to Arizona 
where he organized four other com- 
panies of the same class and then rein- 
suring them in a Chapter 6 California 
company for which he received $40,000, 
which sum, after paying all claims and 
other liabilities of the five netted him 
approximately $20,000; told of the trans- 
ter of the accident and health business 
of the National Guaranty to the State 
Mutual; of his owning a half-interest in 
the general agency contract of the Cen- 
tral California Mutual Life (now de- 
for which he paid $10,000 and 
sold at a profit of $30,000; and that the 


rewriting of policies in 1937 cost the pol- 
icyholders an increase of 40 percent in 
their premium rates. 

Then in response to questions from 
the court when asked what he would do 
if the company were restored to him, 
said he was willing to work without 
salary or do anything the court might 
direct. When asked if he would be 
willing to repay the alleged excess salary 
amounts said he would but would pre- 
fer to repay them with his services. 

Superior Judge R. S. Schmidt directed 
Commissioner Caminetti, as the con- 
servator of the National Guaranty Life 
to prepare a plan of rehabilitation and 
present it to the court for approval at 
the earliest possible moment and then 
suggested that it contain provisions for 
the three so-called Harrison companies, 


the National Guaranty the State Mutual 
and the Alliance. 
Plan Daily Trade Paper 

Publication of a new national daily 
paper for business and industry, includ- 
ing the insurance business, to be 
titled ‘“Tab-American,” will start in 


it was announced by 
head of the American Pub- 
lishing Association, 1430 South Penn 
Square, Philadelphia. It will carry no 
advertising for the present. 


about six weeks, 
Jj. A. Lazar. 





In Army Duty 





W. 


tective 


J. 








WILLIAM J. RUSHTON 


Rushton, 


Life, 


president of the Pro- 
has been ordered to active 


duty in the U. S. army. He reported 
Monday for duty with the selective serv- 
ice committee. At a special meeting of 
the company’s board held last week at 
Mr. Rushton’s request he was given a 
leave of absence to discharge his duty. 
During his absence its affairs will be 
directed by A. C. Wellman, vice-presi- 
dent. 

Mr. Rushton has been a member of 
the officers reserve corps of the army 
for a number of years and holds the 
rank of major. Since 1935 he has served 
with the joint army and navy selective 
service committee. Its function has been 
to study the experience of the draft dur- 
ing the World War and to devise plans 
for a universal military service and the 
mobilization of manpower for emergen- 
cies such as the one now facing the 
United States. He will serve with the 
organization which will direct the regis- 
tration on Oct. 16, as well as subsequent 
mobilizations. 


Atwood to Speak at Luncheon 


The annual meeting of the Associa- 
tion of Life Agency Officers and Life 
Insurance Sales Research Bureau, will 


a luncheon at the Edgewater 
Beach Hotel, Chicago, Oct. 28, at which 
. W. p gear well known Saturday 
Evening Post contributor, editor and 
financial analyst will be guest speaker. 
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JUDGING THE FUTURE 
BY THE PAST 


The future progress of a life insurance company is dependent pri- 
marily upon three factors. 


Management 


Investments 
Mortality 


The quality of the management can best be judged by the 
During the last ten years the Pilot’s in- 
67% and increase in surplus funds was 


Average interest earnings of 51% over the last 20 years 
reflects the high quality of the Company's investments. The 
Pilot’s interest earnings in 1939 was 4. 67% against an aver- 
age interest earnings of 3.7% for the seventy-two largest 
companies in the country. 


The Pilot’s actual mortality to expected last year was 38.5 7% 
against 50.5% for the nation’s 


These outstanding progress facts explain in large part the remarkable 
strides which the Pilot has made in recent years. 


A. Pitot Lire As 
“te Sa INSURANCE COMPANY “é 


Greensboro, N. C. 
Emry C. Green, President 


seventy-two leading com- 
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lnitiieds Gotu Out. 
Monthly Clip-Sheet 


Will Supply Editors Life 
News of Interest to 
General Readers 


NEW YORK—tThe extent to which 
diseases are arrested through timely 
warnings given by life insurance exami- 
nations is featured in the first monthly 
clip-sheet which the Institute of Life 
Insurance is getting out. The sheet will 
go to numerous newspapers throughout 
the country and will contain life insur- 
ance news of interest to the general pub- 
lic. Some of these items will be based 
on the institute’s researches and others 
on items from trade journals and other 
publications. 

The article on medical examination, 
based on an institute study, states that 
nearly 240,000 persons annually are 
varned of impairments in health and as 
a result many lives are prolonged. It 
points out that nearly all of those whose 
impairments were thus discovered are 
apparently in good health. Of the ap- 
proximately 4,800,000 applications re- 
ceived each year about 7 percent fail to 
qualify. In addition to the 240,000 who 
fail to pass for medical reasons, there is 
an addition 96,000 who are turned down 
for financial, occupational or other rea- 
sons. 


Heart Disease Leads 


Heart disease was the greatest single 
cause of rejections, nearly half of those 
turned down for medical reasons being 
rejected for heart impairments. Over- 
weight, underweight, recent major ill- 
nesses or surgical operations, and high 
blood-pressure were other important 
causes for rejection. The article men- 
tions the public health angle of the 
medical statistical work done by life 
companies. 

The same clip sheet includes the first 
complete list of the institute’s member- 
ship issued since its founding. Follow- 
ing are the member companies: 


American Home, American Life & Ac- 


cident, American Savings, American 
United, Baltimore Life, Bankers Life of 
Iowa, Bankers of Nebraska, Bankers 


Boston Mutual, 
California-Western 
Colonial, Columbian 


National, Berkshire, 
Business Men’s, 
States, Canada Life, 
National, Commonwealth, Confederation, 
Connecticut General, Conservative, Con- 
tinental American, Dominion, Empire 
Life & Accident, Equitable Society, 
Equitable of D. C., Equitable of Iowa, 
Farmers & Bankers, Federal, Fidelity 
Mutual, Fidelity Union, General Amer- 
ican, Great National. 


Great-West, Guarantee Mutual, Guar- 
dian of N. Y., Gulf, Home Friendly, 
Home Life, N. Y., Home Security, Home 
State, Interstate Life & Accident, Jeffer- 
son Standard, Kansas City Life, Ken- 
tucky Central, Knights Life, Liberty 
National, Lincoln National, London Life, 
Manufacturers, Massachusetts Mutual, 
Massachusetts Protective, Metropolitan, 


Midland Mutual Life, Midwest, Minnesota 
Mutual, Monarch Life, Mutual Trust 
Life, National Guardian Life, National 
Life & Accident, National Life, Vt., 
Northern Life, Wash., Northwestern Na- 
tional Life, Wash., Occidental, Cal., Ohio 
National, Ohio State, Old Line Life, Wis. 

Oregon Mutual, Pan-American Life, 
Paul Revere Life, Peninsular Life, Penn 
Mutual Life, Peoples Life, Ill., Philadel- 
phia Life, Phoenix Mutual, Provident 
Life & Accident, Provident Mutual, Pru- 
dential, Puritan, R. I., Reliance Life, Re- 
public National, Reserve Loan Life, 
Santa Fe National Life, Seaboard Life, 
Security Mutual Life, N. Y., Southern 
Life, Ga., Southwestern Life, Standard 
Life, State Capitol] Life, State Reserve 
Life, Sun Life, Canada, Sun Life, Md., 
Supreme Liberty Life, Union Life, Un- 
ion Mutual Life, United States Life, Vol- 
unteer State Life, Washington National, 
Western Life, Western Reserve Life, 
Wisconsin Life. 


G. &. McCarter, si 
agencies ordinary department 
National, has been appointed 
chairman of Galveston’s 1941 
Gras. 


superintendent of 
American 
general 
Mardi 


Ten a Trends of 
Oftice Management 
Are Reviewed 


A review of the indicated trends in 
life office management as revealed dur- 
ing the past decade was given at the 17th 
annual conference of the Life Office 
Management Association held in Des 
Moines last week by Wm. P. Barber, 
Jr., secretary Connecticut Mutual and 
president of the L. O. M. A. Mr. Bar- 
ber discussed principally the progress of 
the last ten years in operating studies, 
conservation of business, improved 
working conditions, more efficient equip- 
ment and better selection, placement, 
training and compensation of office per- 
sonnel, He remarked that it is logical 
to conclude that the next decade will see 





E. M. MeCONNEY 


increased emphasis and continued de- 
velopment in these several aspects of 
life office management. 

He summarized his conclusions by 
predicting that in the coming decade in- 
creased attention will be directed to the 
following subjects: 

There will be more 
tion, placement and 
staff workers. 

Job training will be supplemented 
with an educational program in the basic 
principles of life insurance. 

Individual officers will attempt a more 
accurate appraisal of the office worker 
both as to quality and quantity of indi- 
vidual production. 

There will be an improvement of the 
physical factors of office work with the 
realization that they have a definite 
bearing upon all phases of office produc- 
tion. 

Emphasis will be placed on lower 
costs of home office operations which 
will prompt further mechanization and 
planning. 

There will be continuing development 
and improvement in the “tools of man- 
agement,” budgetary procedure, depart- 
mental and functional costs, data and 
operating statistics. 


Home Office Building Trends 


E. M. McConney, vice-president and 
actuary of the Bankers Life of Iowa, in 
his paper before the Life Office Man- 
agement Association, spoke of the 
trends in new home office buildings. 
This is a particularly appropriate sub- 
ject for him as his company dedicated 
its handsome and modern home office 
building last summer. The first out- 


scientific selec- 
remuneration Of 


standing trend that is noticeable in 
home office buildings, he said, is one 
to which the term “functionalization” 


has been applied. That is, a building 
should be built to house best the func- 
tions that take place within it. The sec- 
ond trend is the minimization of opera- 
tion and maintenance expenses. The 
third, he said, may be termed the recog- 
nition of the environmental effect on the 


occupants, that is, their health, comfort 
and well being. The fourth is the recog- 
nition, as he put it that “We live not, 
even build not alone. When we con- 
sider our situation as insurance com- 
panies realistically we do not have home 
office workers, agency force, policyhold- 
ers and the public. We have only a 
community of persons, all contributing 
to our civilization and interested in the 
success of everyone else. We_ have 


given this a name. We call it ‘good 
public relations.’ ”’ 
Employe Pension Plans 

H. E. Blagden, assistant actuary 
Prudential, in his talk on “Recent 


Trends in Home Office Employe Pen- 
sion Plans” said that he included in his 
survey the pension plans of 15 of the 
20 largest United States companies, 28 
plans which were in effect in United 
States companies on July 1, and nine 
which were in effect in Canadian com- 
panies at that time. He said that it is 
very evident that one very important 
factor was the passage in August, 1935, 
of the old age benefit section of the so- 
cial security act to take effect Jan. 1, 
1937, and the passage in August, 1939, 
of the amendment to the act which 
made considerable changes effective in 
January of this year. 


American Life Convention Survey 


He referred to the American Life 
Convention survey which was made by 
means of a questionnaire directed to 174 
companies including its entire member- 
ship and non-member companies having 
assets in excess of $125,000,000. He 
gave an outline of suggested retirement 
plans for new employes showing that on 
monthly earnings of $50 the monthly 
contribution as percent of earnings is 1 
percent and the annual rate of normal 
retirement income as percent of earn- 
ings is % percent. For $200 monthly 
earnings the two percentages are 3 and 
1%. In excess of over $250 a month, 
the percentages are 5 and 1%. After 
normal retirement income of $10,000 a 
year has been purchased no further con- 
tributions will be required and no fur- 
ther income will be purchased. 


Tables Are Presented 


He used some tables. Table A is a 
tabulation in condensed form of the 
main features of the plans under con- 
sideration. Table B shows in statistical 
form a summary of the results of the 
individual analyses made in table A. 
Table C is an illustration of contribu- 
tions in normal retirement income bene- 
fits for years of service with various 
salary classifications. 

Table D gives an illustration of bene- 
fits under prepared retirement plan 
based on salary progression of a male 
entering the plan at age 18. Table E 
gives a comparison of the benefits un- 
der the social security act of 1935, and 
the social security act as amended in 
1939. 


Research Bureau Study of 
Morale and Management 


3ureau has made 
companies the 


The Sales Research 
available to member 
first of a series of four reports on 
morale and agency management. The 
reports will unfold the story of agency 
morale—one of the most important re- 
sults to come out of the thorough and 
intensive study of agency management 
undertaken by the Research Bureau for 
its member companies in recent several 
years. 

The first volume, “Morale—the Main- 
spring of Management,” seeks to make 
clear what morale is, why it is valuable, 
and how it can be measured. The three 
volumes to be issued later deal with the 
building of morale—how it gets its start 
and how it can be made to grow. The 
report in its entirety is based on actual 
experiences in representative agencies in 
many parts of the country. A primary 
conclusion of the study is that morale 
starts at the top of an organization and 
that it is impossible to have good morale 
in the field without top morale in the 
home office. 


Millionaire Is Returning 
to Personal Production 





Paul Dobson of Minneapolis, for seven 
years Northwestern National Life’s top 
producer and twice 
a member of the 
Million Dollar 
Round Table, has 
rejoined the White 
& Odell agency at 
Minneapolis and 
will devote his full 
time to serving and 
enlarging the clien- 
tele he built up 
prior to his resigna- 
tion last June. Mr. 
Dobson’s return 
was announced by 
O. J. Arnold, presi- 
dent of the com- 





Paul Dobson 


pany. Mr. Dobson severed his connec- 
tion with White & Odell, where he 
headed his own production unit, in 


order to thoroughly explore the possi- 
bilities of establishing himself as a gen- 
eral agent. However, after caretully 
surveying all angles of general agency 
operation, with particular reference to 
the opportunities afforded to build per- 
manently for his own and his family’s 
future, he has decided that he would best 
be serving his clients’ interest, as well 
as his own, by concentrating on personal 
life insurance service. 


President Arnold’s Statement 


“We feel that Mr. Dobson has made 
a wise decision, and cordially welcome 
him back to the NwNL agency organ- 
ization,’ President Arnold said _ this 
week. “He established an extraordinary 
record with this company, even while 
supervisory duties claimed a portion of 
his time. Personal service, especially 
when it is concerned with those phases 
of life underwriting requiring broad and 
expert knowledge of the business, such 
as tax matters with which Mr. Dobson 
is especially well qualified to deal, in- 
volves a_ considerable expenditure of 
nervous and physical energy. I am con- 
fident that the freedom he will now 
enjoy to pursue his work without dis- 
tractions will lead him to new high levels 
of achievement.” 

Mr. Dobson this week is attending 
the Million Dollar Round Table meet- 
ing, held in conjunction with the Na- 
tional Association of Life Underwriters 
convention in Philadelphia. 


Prospect Becomes Alive 
After Eighteen Years 


Here’s one for the books as reported 
in “ConMuTopics,” publication of the 
Connecticut Mutual Life. 

On March 3, 1940, the Cincinnati 
agency of the Connecticut Mutual re- 
ceived a phone call from a man who 
asked if an agent named A. R. Massa 
was connected with the agency. Upon 
receiving an affirmative answer, he 
requested that Mr. Massa be asked to 
call upon him. This Mr. Massa did with 
the result that he sold a policy on the 
life of the man’s 18-year-old son. On 
the surface, this is not an unusual case 
—but to Mr. Massa it is a real “believe 
it or not-er!” 

It seems that 18 years ago Mr. Massa 
called on a referred prospect only to find 
that he was too late—the prospect was 
laid up with a severe case of inflamma- 
tory rheumatism. Mr. Massa naturally 
did the next best thing and asked the 
prospect if he knew anyone who needed 
life insurance. Yes, the prospect had 
a few weeks’ old son on whose life he 
wanted to later place a policy and said 
that he would get in touch with Mr. 
Massa when his son became older. Mr. 
Massa thanked him for his courtesy 
and shortly forgot the whole incident. 

But the prospect didn’t forget, and, 
true to his word, called Mr. Massa when 
his son was ready for life insurance—18 
years later. The young man just gradu- 
ated from high school where he excelled 
scholastically and athletically. 
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Advertising Head 
Talks to Agents 


ATLANTIC CITY—Don Francisco, 
president of the Lord & Thomas adver- 
tising agency, in his talk at the meeting 
of Pacific Mutual Life general agents, 
said that both insurance men and ad- 
vertising men are engaged in a personal 
service business, built on intangibles, 
and each are faced with the responsibil- 
ity of selling the public on the American 
system of private enterprise. He said 
that it was natural and inevitable that 
a nation which has progressed as rap- 
idly as the United States should, through 
the very forces that brought its growth, 
also find some ills, but that these ills 
should be recognized and corrected in a 
democratic way. American industry, he 
said, is too modest about its contribu- 
tions, pointing with pride to skyscrap- 
ers, high living standards and great size 
of businesses, but not pointing to the 
management and great economy behind 
these achievements. 

Pointing out that, due to the Ameri- 
can agency system, the United States, 
with only 7 percent of the world’s popu- 
lation, has approximately 70 percent of 
the life insurance in force, Mr. Francisco 
said that home offices of life insurance 
companies have preached the doctrine 
of service in their advertising and litera- 
ture, but agents in the field have made 
it available to policyholders. 


Good Agents Popular 


Mr. Francisco said that complaints of 
annoying selling methods of life insur- 
ance agents are based entirely on the 
“miscellaneous high pressure class” who 
try to sell a policy instead of a plan for 
living. He said that men fortunate 
enough to have an agent who really 
knows his business usually say that they 
do not call often enough. In his own 
case, he said that the agents who over- 
came his inertia and caused him to buy 
insurance were the ones who appealed 
to his selfish interests, uncovered his 
problems and offered a solution which 
required insurance. Those who failed 
talked simply about life insurance, con- 
fused him with figures, features, clauses 
and conditions and offered solutions to 
problems that did not exist. 

Pointing out that when his firm ad- 
vertises life insurance it starts with the 
premise that each advertisement will be 
in competition with every page, adver- 
tising and reading matter, in the pub- 
lication used, Mr. Francisco spoke of 
the competition of other items for the 
life insurance dollars of the prospects. 
He said that insurance is handicapped 
in competition against tangible objects, 
because “keeping up with the Joneses” 
plays a very small part in the purchase 
of insurance. People will show off their 
clothing, household fixtures, children’s 
clothes, talk about their new cars and 
vacation trips, but they seldom discuss 
insurance outside the family. A man 
who wants a new car usually hides his 
interest from the dealer, but he reads 
automobile advertisements, looks at cars 


Cleveland Woman’s Fifth 
Quarter Million Honor 




















MRS. R. B. KROHNGOLD 


Mrs. Rose B. Krohngold, Lincoln Na- 
tional Life, Cleveland, has won member- 
ship in the Quarter Million Dollar 
Round Table of the National Associa- 
tion of Life Underwriters. This is the 
fifth year that Mrs. Krohngold has won 
this honor, which requires production 
of at least $250,000 paid business in a 
year. She is attending the meeting of 
this group at National association con- 
vention in Philadelphia this week. 








on the street and talks to friends. On 
the other hand, he knows he needs life 
insurance, looks with scorn on the man 
who leaves his family unprotected, but 
seldom buys it if he is left alone. 

Mr. Francisco urged agents to use 
the social security program as an ap- 
proach, citing the method of a success- 
ful agent who interviewed several people 
in his own organization. He said that 
the social security program is in effect 
a gigantic “sampling” of insurance, just 
as Liberty Bonds started many people 
on the road to capitalism and war risk 
insurance induced many people to buy 
more life insurance. The first sale is 
usually the hardest and now millions of 
first sales have been made. 





Iowa Club Plans Day’s Rally 


The executive committee of the Iowa 
Quarter-Million Dollar Life Ctub will 
meet about Oct. 1 to set a date and line 
up the program for a meeting to be held 
this fall. The club was established this 
spring during the annual meeting of the 
Iowa Association of Life Underwriters. 
It plans to hold three sessions annually 
and according to present plans the fall 
meeting will be a full-day affair. 


Nebraska -Olficiala 
Object to Rehearing 
of Republic Case 


LINCOLN, NEB.—In voicing ob- 
jections to granting the rehearing of the 
Republic National Life case asked for 
by 28 leading eastern life companies, 
Director Smrha says that the supreme 
court was correct in its interpretation 
of the incontestable statute, that the 
policy of the state excludes the applica- 
tion to the purchasing of life insurance 
contracts of the old maxim of “let the 
buyer beware,” and that the intent of 
the lawmakers was to provide for poli- 
cies that the common man can under- 
stand. 

John S. Logan, department attorney 
says that the claim of the companies 
that the decision affects safe underwrit- 
ing is without foundation. Under the 
rates long in effect many hazards un- 
predictable when they were made have 
arisen and losses paid without any im- 
pairment of solvency. The automobile 
was not a hazard when these rates 
were established, and the losses suffered 
from its operation should give more 
concern than aviation casualties. He also 
points out that business stress has in- 





creased the number of deaths from 
heart and other diseases, and yet the 
companies “have been paying princely 
salaries to officials, and added to their 
surplus so that at the present time no 
concern is felt for their solvency.” He 
calls attention to the fact that the 
Equitable of New York and the Equit- 
able of Iowa recently withdrew restric- 
tions against aviation travel, without 
feeling that they were endangering safe 
underwriting. 


Says Companies Are Greedy 


Mr. Logan alleges that the compa- 
nies, in their greed for business, did not 
heed the lesson of the great war, but 
that as an inducement to get new busi- 
ness withdrew from policies written af- 
ter the war the provisions relating to 
war risks, so that they are now in the 
position of holding all these risks with- 
out the protection the statute gives 
them. There is no statute, he says, 
which prevents them from putting in 
an aviation exclusion clause for the two 
years’ incontestable period, and there- 
after taking measures to protect them- 
selves if the insured is found to have 
misrepresented his aviation activities. 





R. W. 
eral agent for the Kansas City 
Kentucky. 


Schwybold has been named gen- 
Life in 




















Pacific Coast Manager Wanted 


Strong company with home office on Pacific 
Coast wants experienced aggressive Man- 
ager for home office agency. Salary and 
Bonus. Give age, experience, etc. An un- 
usual opportunity is offered in this Ever- 
green country among the busy aeroplane 
factories and shipyards. Address The Na- 
tional Underwriter, Box M-23, Chicago. 
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Indiana | 














Is a Mutual Legal Reserve Company Founded 1894 . . . . | 


Issues Many Other Standard and Up-to-date Policy Forms . 


Offers Agency Opportunities and Training for Those Qualified. 


Is in its Forty-Sixth Year of Dependable Service . 

Has Paid $125,000,000 to Policyholders and Beneficiaries . . | 
Holds Assets of over $53,500,000 for their benefit . . . . . | 
Issues Policies from Ages One Day to Sixty-Five Years . . . 
Issues Policies on Male and Female Lives at the Same Rates . | 
Issues Policies with Double Indemnity and Disability Benefits . | 
Issues Juvenile, Educational Fund, and Family Income Policies. _| 


Issues Salary Continuance and Retirement Income Policies . . | 
| 
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EDITORIAL COMMENT 





Face Great Issues in 


PROBABLY at no time in the past has 
the National Under- 
writers been in session when there have 


Association of Life 


been so many large questions of imme- 
diate importance to face as there are to- 
such exten- 


many 


questions have 
sive and 
cross currents of opinion that the situa- 


day. These 
implications arouse so 


tion of the leaders in seeking to define 


a position for the association this week 
in Philadelphia was far from enviable. 

of course, the supreme is- 
TNEC-SEC 


Then there are the most provo- 


There are, 
sues involved in the inves- 
tigation. 
cative 
compensation of agents and the not unre- 
agents should 


questions of the system of 
lated matters of whether 
be brought under social security. 

The prospect that the hundreds of 
thousands of young men to be drafted 


Philadelphia 


will have the opportunity 
aggressively solicited to buy 
ment war risk insurance in amounts up 
to $10,000 presented a formidable ques- 


and will be 
govern- 


tion for the agency organization to pon- 
der. 

As a result of the hundreds of hours 
of deliberation in Philadelphia on the 
part of the trustees, committee, national 
council, and as a result of intense con- 
centration on these and other only slight- 
vital questions in 
conversations must 


ly less immediately 


thousands of there 
certainly have developed a body of opin- 
ion that will enable the leaders during 
the coming months to represent the field 
force and the institution of life insurance 
intelligent and effective 
fashion possible. The ahead call 
deliberation before action. 


in the most 
times 


for mature 


Mr. Myrick's Splendid Service 


manager of the 
York City in his 
chairman 


Myrick, 
New 
notified the 
committee of the 


Juutan S. 
Mutual 
metropolis, 
nominating 
Association of Life Underwrit- 
to have his 


Life of 
home 
of the 
National 
ers that he does not care 
name presented for renomination as 
trustee. 
Myrick has 
substantial, 


His term expires this year. Mr. 


rendered the organization 


constructive and most use- 


He served as its president, 
1927, and has been a 
trustee ever since. He has seen service 
on a number of committees. In many 
ways Mr. Myrick might be regarded as 
the pater familias or the senior states- 
man of the trustees. All will regret his 
retirement from that body, but certainly 
everyone will give him loud acclaim for 
his magnificent work. 


ful service. 
being elected in 


Solidity of Legal Reserve Insurance 


VICE-PRESIDENT E. W. MarsHALt of 
Provident Mutual Life is one of the 
most constructive and penetrating think- 
in life insurance. In 
company’s 


: 
have 
to his 


ers that we 
his address own 
regional sales congress he hit on a point 
that is concerning the minds no doubt 
of many people and that is, under the 
changing unpredictable 
conditions of today be said 
regarding the safety of legal reserve life 
He spoke as an actuary, a 


turbulent. and 


what can 


insurance? 
keen observer. 
He realized of course, that insurance 


will have to meet much heavier taxes, 
there will be changed price levels for 
the people and yet he definitely stated 
that life insurance will continue just as 
in the past to appeal to people for the 
protection of their dependents and busi- 
nesses. 

Mr. Marshall pointed out four supreme 
pillars of strength that are inherent in 


life insurance which he stated are re- 


investments which creates a spread and 
which makes for safety of the individual 
investment. The individual may think 
that he is infallible in his judgment re- 
garding investments and yet he is very 
likely to be wrong. Therefore, when a 
occurs he bears the entire brunt. 
A life insurance company is an invest- 
ment trust for policyholders. Some one 
investment go sour and yet that 
does not affect to any material extent 
the prorata share of each policyholder. 
The individual with thou- 
sands of others in making investments 
and he has the advantage of the com- 
bined financial judgment found at the 
head office and within the board of di- 
rectors of his company. Next Mr. Mar- 
shall points out the tradition of safety 
first and trusteeship built into the life 
insurance structure. This is a very im- 
portant factor. When officials and di- 
rectors of life companies appreciate their 


loss 


may 


cooperates 


fiduciary relationship they are exceed- 
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is that the mimiaae: influence of the 
law of averages as applied to mortality 
as well as investments is a tower of 
strength. What is likely to happen to 
one individual is extremely uncertain. 
What will happen to a large number of 
individuals can be predicted with cer- 
tainty because the law of averages is 
at work. The fourth safety factor that 


Mr. Marshall points out is the steady 
influx of premiums received and interest 
returns which makes the institution rela- 
tively independent of current market 
fluctuations. Life insurance companies 
have constantly an inflow of current in- 
That overcomes much in the 
It is the life- 


come. 
way of peaks and valleys. 
blood of the institution. 





PERSONAL SIDE OF THE BUSINESS 





A. E. Armstrong of Cleveland, field 
supervisor of the central department 
group and pension department of the 
Aetna Life, who will give an address 
before the annual meeting of the Ohio 
Association of Insurance Agents at 
Cleveland the afternoon of Oct. 1, has 
jurisdiction over Ohio, Indiana, Mis- 
souri, Kentucky, Tennessee and West 
Virginia. He is in charge of all group 
operations in this department. He is 
a graduate of Texas University and 
started with the Aetna Life in its group 
division school in Hartford following 
his graduation in 1927. He has seen 
service in the group field in the New 
Orleans and Atlanta offices. Later he 
was made manager of the group depart- 
ment at New Orleans and subsequently 
at Houston, Tex. He became field su- 
pervisor of the central department at 
Cincinnati in May, 1937, and was trans- 
ferred to Cleveland to take a larger field 
in 1939. 

C. R. Harvey, general agent of Ohio 
State Life, Dayton, would not let a lit- 
tle thing like a kidney stone interfere 
with his obtaining an application for in- 
surance on the first day of the campaign 
just started in honor of President Claris 


Adams. Although in great pain, Mr. 
Harvey drove 25 miles to call on a 


prospect, got the signature to the appli- 
cation, and was then rushed to the hos- 
pital by Mrs. Harvey who had accom- 
panied him on the trip. An emergency 
operation was performed at once and 
Mr. Harvey is now much improved. 

C. M. Harron, Nashville, vice-presi- 
dent Life & Casualty, was honored at a 
banquet given by the Mempfiis branch 
in recognition of his 20 years’ service 
with the company. The service pin was 
presented by A. M. Burton, Nashville, 
president. About 100 were in attend- 
ance. J. E. Acuff, executive vice-presi- 
dent, and Sidney Kaable, associate gen- 
eral counsel, spoke. 

Claris Adams, president Ohio State 
Life, has been appointed chairman of 
the Willkie Clubs of Franklin county by 
Prof. F. R. Andrew of Western Re- 
serve, Cleveland. In accepting the ap- 
pointment Mr. Adams said that “This is 
the third great crisis in our history. In 
Washington’s day the question was, 
‘Shall America Become a Nation?’ In 
Lincoln's day it was, ‘Shall America Re- 
main a Nation?’ In our day the ques- 
tion is, ‘Shall the Nation Remain Amer- 
ica?’”’ Mr. Adams declared the present 
campaign is not political, but is a “cru- 
sade to keep America on the American 
plan.” 

O. I. Hertsgaard, general agent Mu- 


him for services rendered Norway. Mr. 
Hertsgaard was chairman of the folkfest 
committee which arranged the celebra- 
tion for the Norwegian Crown Prince 
at the Minnesota State Fair Grounds in 
1939. Mr. Hertsgaard has also been 


elected trustee of St. Olaf College, 
Northfield, Minn. 
George Otis Rietz of the Midland 


Mutual Life, son of the late J. C. Rietz, 
actuary, was married to Miss Betty 
Jeanne Strader, of Columbus, at New- 
port, Ky. 

Alfred Schneck, who has just opened 
a district office for National Life of Ver- 
mont at Waterloo, Ia., was married to 


Miss Marie Phillips, Olin, Ia., at the 
home of her parents. Before taking up 
his new duties at Waterloo, he took a 


wedding trip to Chicago and Barring- 
ton, Ill, Mr. Schneck entered the C. V. 
Shepherd general agency of the com- 
pany at Cedar Rapids, Ia., upon gradua- 
tion from the University of Iowa in 
1937. 

Phil I. Harr, son of Vice-president 
Worley Harr of Shenandoah Life, was 
married in Hagerstown, Md., to Miss 
Caroline Jenkins Heyser. 

E. P. Collagan, manager Metropolitan 
at Somerville, Mass., died following a 
short illness. He had served as man- 
ager at New Britain, Conn., for 10 years 
before going to Somerville. 

A testimonial dinner was tendered F. 
A. Savage, Sr., Baltimore, in honor of 
his 50th anniversary in the life insurance 
business. The dinner was arranged by 
the New England Mutual agency with 
which Mr. Savage has been associated 
for 47 years. Following the death of 
his father, who had been general agent 
for New England Mutual in St. Paul 
since 1883, Mr. Savage entered the busi- 
ness as an agent in 1890. In 1893 he 
went to Baltimore as general agent and 
remained in that position until 1937, 
when he retired and his son, F. A. 
Savage, Jr., took over the general 
agency, making the third generation to 
serve the New England in this ca- 
pacity. Mr. Savage, Sr., is still active 
as an agent. 

Percy Gibson, Wichita general agent 
Mutual Life of New York, addressed 
the R. E. D. Women’s Business & Pro- 
fessional Club on “Wheels.” 

O. D. Richardson of the Chicago 
agency of the Berkshire Life has 
rounded out 50 years of continuous serv- 
ice with the company. He became an 
agent Sept. 21, 1890, in the Chicago 
ottice when the late W. D. Wyman was 
general agent. Later Mr. Wyman be- 
came president. Mr. Richardson served 








sponsible for its unique, preferential ingly careful as to what they do and tual Trust, Minneapolis, was awarded subsequently as associate general agent, 
— 6 ‘ ie oe ae ie ‘ z the St. Olaf medal by His Majesty, starting with his 40th anniversary. 
Status. First, he called attention to the how they do it. King Haakon, of Norway, through the President F. H. Rhodes issued a com- 
diversification of relatively conservative The third point Mr. Marshall made local Norwegian consul. It was given plimentary statement in commendation 
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Veteran Dies 








A. L. 


BALDWIN 


A. L. Baldwin, who retired several 
years ago as general agent in Washing- 
ton, D. C., for Northwestern Mutual 
Life, died. Four sons are in the life in- 
surance business, one Roger Baldwin, 
being Northwestern Mutual general 
agent in Washington. He retired in 
1936 after 20 years, but continued in 
personal production and as counsellor 
of — who affectionately called him 
“dean” “boss.” Born June 27, 1870, 
he polls in life underwriting at age 30 
as part time agent then became agent in 
1905 and was appointed general agent 
in 1917. On retirement he was _ suc- 
ceeded by son, Roger, as general agent, 
and three other sons, Philip, Joseph and 
J. Hicks continued as agents. A daugh- 
ter, Mrs. Marion Allibone, was _ for- 
merly agency cashier, now wife of Agent 
Joseph Allibone in Henry Files’ general 
agency at Syracuse. Deceased was 
widely known in the life field and ac- 
tive in Northwestern agency organiza- 
tions especially the General Agents As- 
sociation, having been zone vice-presi- 
dent and executve committeeman. His 
agency had a splendid production record 
and ranked second and fourth the last 
two years under his management. 








of Mr. Richardson’s service and _ pre- 
sented him with a silver tray suitably 
inscribed. 

Franklin Harwood, veteran agent of 
Richmond, Va., for the Mutual Life of 
New York, was called to Eastmilton, 
Mass., by the sudden death of his only 
son, F. A. Harwood, manager Massa- 
chusetts Employment Service. He was 
in the insurance business in New York 
for several years before the war. 

W. J. Arnette, northern California 
manager Fidelity Mutual Life, returned 
to his San Francisco headquarters fol- 
lowing an eastern trip during which he 
attended his company’s convention in 
White Sulphur Springs, Va. Later, he 
Visited relatives in Williamsburg, Va., 
stopping at Chicago on the return trip. 
He made the trip by plane. 

Commodore A. L. Key, former presi- 
dent and chairman Volunteer State Life, 
recently celebrated his 80th birthday. 
He resides in the University Club, New 
York City. 

Owen M. Gallagher, formerly an agent 
of the John Hancock Mutual Life in 
Boston, and active for many years in 
behalf of legislation for the benefit of 
industrial life agents, received the nomi- 
nation of the Democratic party for lieu- 
tenant-governor in the recent primaries. 

A. M. Burton, president, and C. M. 
Herron, vice-president Life & Casualty, 
Nashville, were honored with a_ban- 
quet by the local branch office, with 
more than 100 agents and employ es of 
the company present. Mr. Herron, for- 
merly with the Memphis office, was 


presented with a twenty-year service pin 
by President Burton. 

Among the 55 members of the Nash- 
ville Fifty Years in Business Club re- 
cently honored with a banquet were the 
local agency of New York Life, estab- 
lished in 1845, and C. B. H. Loventhal, 


Loventhal Bros. agency, established in 
1889, 
The Williamson County agency of 


Phoenix Mutual Life, Franklin, Tenn., 
managed by H. H. Mayberry, Jr., will 
hold its annual sale of registered 
Hereford calves on its farm at McDan- 
iel Station farm, near College Grove. 
Two hundred calves, produced from the 
company’s own herds on the farm, will 
be sold at auction. 

L. I. Held, one of the leading pro- 
ducers at Richmond, Va., for the W. 
Tolar Nolley agency of Northwestern 
Mutual Life, who is a captain in the 
officers reserve corps, has been assigned 
to duty at Penn State College as assist- 
ant professor of military science and tac- 
tics and instructor in infantry. 

The “Time” magazine in its current 
issue, in speaking of advertising, refers 
to the use of four leaf clovers. It tells 
about C. T. Daniel, who resides at Bal- 
boa Heights in the Canal Zane, at 
Panama City, who has made a specialty 
of growing four leaf clovers until now 
he has a large field, having sold 6,000,- 
000 such clover leaves so far this year 
for $40,000. He tells about his New 
York agent on Friday, the 13th, selling 
1,000,000 ‘our leaf clovers to the Trav- 
elers. The article states that Mr. Dan- 
iels and other dealers in the four leaf 
clovers encourage as far as possible su- 
perstition and its supposed good luck 
proclivities. The Traveiers is using the 
leaf in a transparent celluloid calendar 
and under it reads, “For luck—a four 
leaf clover. For protection—the ‘T'rav- 
elers.” 

Mr. and Mrs. David F. Barrett of St. 
Louis have issued invitations to the 
marriage of their daughter, Mary Louise, 
to James J. Brassil on the morning of 
Sept. 28 at 9 o’clock in Our Lady of 
Sorrows Church. The Barretts reside 
at 5149 Rosa avenue in St. Louis. Mr. 
Barrett is a well known insurance 
newspaper correspondent and is pub- 
licity director of the American Life Con- 
vention. 

The head office of the Continental 
Casualty and Continental Assurance 
were affected last Friday by the explo- 
sion of a preheating unit in the base- 
ment of the Standard Oil building, Chi- 
cago which put all the lights, elevators 
and toilet facilities out of commission 
inasmuch as the building has its own 
power plant. The companies, home 
offices are there. The building, how- 
ever, was in condition to be occupied 
Saturday morning, although a number 
of tenants did not have their full quota 
of employes reporting at that time. 

The employes of the Continental 
Casualty and Continental Assurance 
were hardly sensible of the explosion 
although they heard a muffled noise. 
Those on the second floor of the build- 
ing knew that something was going on. 
Enough of the elevators were restored 
to use by Saturday morning so that 
they could get the people to work. By 
Monday morning everything was in or- 
der. The Continental Casualty carries 
the boiler insurance for the building. 


P. M. Ray, general agent home office 
life agency Provident Life & Accident, 
was presented an attractively hand-let- 
tered and framed certificate by his asso- 
ciates in the agency and home office on 
his 70th birthday. 


A dinner in honor of the 40th an- 
niversary in John Hancock service of 
James A. Buchanan, district manager 
in Cleveland, was given there. Mr. Bu- 
chanan has recently retired from John 
Hancock service. 


F. H. Lewis, general agent Massachu- 
setts Mutual Life, Newark, will cele- 
brate his 41st anniversary with the com- 
pany Oct. 6. He started at the home 
office in the renewal department in 1897, 
and the following vear was advanced to 
cashier and transferred to the com- 


pany’s Jersey City agency. Two years 
later he was advanced to general agent 
and in 1916 was sent to Newark in the 
same capacity. Mr. Lewis is a member 
of the Life Underwriters Association of 
Northern New Jersey and the Life In- 
surance General Agents’ and Managers’ 
Association of Northern New Jersey. 


Col. G. M. Alexander of Lynchburg, 
Va., who among other activities, has 
been a representative of the Roanoke, 
Va., ordinary agency of the Life of Vir- 
ginia since 1934, was appointed by 
Governor Price, as commander of the 
91st brigade, Virginia national guard, 
with the rank of brigadier-general. He 
succeeds Brigadier General S. G. Wal- 
ler, who resigned his command recently 
because of heavy duties now imposed 
upon him as adjutant-gener ral of Vir- 
ginia. General Alexander is a_ well 
known general insurance man in Lynch- 
burg, a graduate of Virginia Military 
Institute, and a veteran of the Mexican 
border campaign and the World War. 


T. A. Fitzpatrick, manager of the 
Syracuse, N. Y., branch of the Travel- 
ers, has returned from his sick leave 
to active duty. 


W. L. Moody, Jr., president Ameri- 
can National, and his wife celebrated 
their 50th weeny anniversary. 





DEATHS 





Powhattan Wooldridge, 87, vice- presi- 
dent Commonwealth Life, president of 
one and a director of three other fuel 
concerns and a land company, died at 
his home in Péwee Valley, near Louis- 
ville. He was born in New Orleans, 
moving to Kentucky when a boy. He 
was a noted horse breeder and had bred 
and owned many horses which won in- 
ternational fame. 

Arch Branic, special representative 
home office agency Occidental Life of 
Los Angeles, was found dead in his ho- 
tel room in that city. Death was due to 
a heart attack. He had been manager 
at Sacramento and later manager in 
Phoenix. , 

W. T. Rutherford, 
New York Life, died Sept. 
home in Manhasset, N. Y., 
illness. He was 44. A native of Mil- 
waukee, Mr. Rutherford served in the 
navy during the world war, then entered 
the University of Wisconsin, where he 
was graduated in 1923. He received his 
law degree from Harvard. 


assistant counsel 
18 at his 
after a short 





“Little Red 
Boots.” Send 
National Under- 


Read Carroll C. Day’s 
Wagons and Little Red 
$1 for eight copies to 
writer. 











To everyone 


who wants to work for 
Wendell Willkie’s election 


Hoping and wishing he will win 


is not enough— 


here is a way 


you can help at once: 


The way is just as simple and practical as the signing 
of the nominating petitions. 


Get a Worker’s Kit. Full instructions as to its use will be 
found inside. Kits contain the tools for getting votes for 


Willkie. 


You can get one free Kit: 


(a) By going to your local Willkie Club; or 
(b) By sending six cents in stamps to cover postage to the 
Associated Willkie Clubs, P. O. Box 56, New York City. 


If you are willing to make a more substantial contribu- 
tion and take a more active part in the campaign by 
putting a number of Kits into use, join with your friends 
and order ten or more Kits from H. F. Lewis, P. O. Box 


999, Grand Central Annex, New York City. 


You can 


obtain these Kits on the same basis as any Willkie Club, 
i.e. units of ten Kits for $2.50, express prepaid. You can 
get as many units as you want. Any Club or organization 
to which you belong can get Kits in the same way. Be 
sure they are given to Workers who wil! use them con- 


scientiously. 


The most helpful thing you and your friends can do 
at this time to insure Wendell Willkie’s election is to 
put a large number of Kits into the hands of earnest 


Willkie Workers. 


We would like to write each of you who signed a 
nominating petition a personal letter about these Kits. 
But our funds, made up largely from small contribu- 
tions, are limited and it costs far less to reach you this 


way than by mail. 


Gi... Vor fp 
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- NEWS OF THE COMPANIES 





North American L. & C. Is 
Expanding Its Organization 
MINNEAPOLIS — Appointment of 


several new agents and enlargement of 
agency offices in both of the Twin Cities 

ark progress in recent months of North 
American Life & Casualty of Muinne- 
apolis, Minn 

\gents named: A. R. Jepson, Duluth; 
LL. C. Howard, Mondovi, Wis.: G. M. 
Vinquist, Albert Lea, Minn.; and George 
Teeson, Alexandria, Minn. 

Mr. Jepson has been in the insurance 

\ssociated 
Vis father, B® 


usiness there for six years. 
ith Mr. Howard will be | 
C. Howard. 

Mr. Vinquist, although comparatively 
new in insurance, has attended the 
Hartford Insurance College. Imme- 
diately after his appointment, he secured 
endorsement of the hospital at Albert 
lea for the North American group hos- 
pitalization plan. 


The C. Osterberg Insurance Agency 
for the past 10 years handling North 
American Life & Casualty for Muinne- 


apolis, recently moved into new quarters 


on the main floor of the Foshay tower. 
Offices of the St. Paul division of 


North American Life & Casualty, 524 
Empire Bank building, have’ been 
doubled in size by addition of 1,200 


space in the same 


square feet of floor 
LeClair is 


wing of the building. E. ] 
St. Paul district manager. 
Excelsior Life’s 50th Birthday 

On Oct. 15 Excelsior Life will com- 
lete 50 years of operation with $115,- 
000,000 in force. The company’s first 
harter was granted by the Ontario gov- 
ernment in 1890 and at the end of the 
year the company had insurance in force 
amounting to $3,600,000 and assets of 
$328,205. Excelsior Life obtained its 
dominion license in 1897 and the present 
othce build: Toronto was erected in 
1915 ee Dachoa is president, C. P. 


Muckle 
ker, investment 
Cox, manager of agencies. 


secretary-treasurer, C. Q. Par- 
manager, and T. O. 


State Mutual Life Di Directors 


The State Mutual Life has elected 








©. A. Hoban and Dr. B. C Winetes 
directors Mr. Hoban is serving his 
second term as district attorney of 
Worcester county. From 1922 to 1927 
Mr. Hoban was special justice of the 
first district court of northern Worces- 
ter. He resides at Gardner, Mass. He 


s a trustee of the Henry Heywood 
Memorial Hospital there and is a past 
president of its chamber of commerce. 

Dr. Wheeler is a native of Worces- 
ter and is a graduate of Harvard and 
Harvard Medical School He has been 
ssistant visiting surgeon at the Wor- 
cester Memorial Hospital 
He has a successful practice in general 
surgery and urology. 


Shands Appointed Counsel 
W. R. Shands has been appointed 
unsel at the head office of the Life of 
Virginia, being in charge of the law de- 
artment under the general supervision 
of Vice-president and General Counsel 
R. E. Henley. Mr. Shands was educated 
the College of William & Marv and 
the University of Richmond from which 
he received his law degree. After three 
teaching he be came as- 
Virginia State Corpo- 
ration Commission as director of its se- 
curities division. Five years ago he re- 
signed to enter private practice. Then 
he reentered the state service as director 
f the division of statutory research and 
drafting 
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Reports Farm Sales Are Up 

Bankers Life of Iowa has sold 148 
Iowa farms in the first eight months 
this year and prospects indicate a rec 
ord number of sales for the year. G. W. 
Fowler, vice-president and treasurer, re- 
ported 


Southern Old Line Life 
Takes Larger Quarters 


offices of Southern Old Line 
Dallas have been moved from 
the Slaughter building to the Liberty 
State Bank building, providing greater 
space for the company’s expansion pro- 
gram, J. H. Willis, president and gen- 
eral counsel, says. He announces the 
company intends to further expand its 
Dallas agency force and those in other 
key cities of the state. New agencies 


Home 
Life of 


have been set up at Waco, Denton, 
Wichita Falls, Paducah and Corpus 
Christi. 
Name Winners in Contest 

The winners in the Central States 


Life “President's Month” campaign in 
August were announced: Gold Loyalty 
awards: C. G. Daniel. fr., and T. G. 
Mason, both of Missouri; Lawrence 
Fritz, Texas; Asa Mathews, Wyoming 

J. H. Sutton, California, and R. : 
Williamson, Oklahoma. Silver Loyalty 
awards: Oscar Erickson, M. J. Hale, 
Herman Shanks and White, all of 
Missouri; John Ernest, Jr., Oklahoma; 
L. S. McQuarrie, Utah, and J. J. Raley, 
Arkansas. Later the President's Cup 
winner will be announced. Some 10 
agents are in a close race for the honor 
of holding that trophy for a year. The 
cup must be won three times to keep 
permanent possession of it. 


Knight's Life’s New Offices 
PITTSBURGH, PA.—Knight’s Life 
has opened five new district offices in 
Pennsylvania and plans to open another 
before the end of the year, bringing the 
total in the state to 30. The new offices 
are: Williamsport, in charge of E. M. 
McConnell; Easton, Stephen Hammel; 
Washington, Dominic Monda; Butler, 


PP 5. Lewis, and New Kensing- 
ton, Thomas C. Howard. 


Eleven first year contract agents for 
the Equitable Life of Iowa completed 
a two-day visit to the home of- 
fice, Ray Fuller, superintendent of agen- 
cies, reports. The new agents were the 
ninth group to spend the two days in 
informal round table discussions and 
dinner meetings at the home office since 
the plan was inaugurated in 193s. 


Seventy agents and six general agents 
of the Pacific Mutual Life already have 
qualified for membership in the Big 
Tree Club. 


An extra dividend of 3 percent was de- 
eclared by the National Reserve Life, 
Topeka, Kan., payable Sept. 24 to stock- 
holders of record of Sept. 14. 


COAST 


Lamping Republican Choice 

When all votes for nomination to the 
office of commissioner were counted 
after Washington’s primary election, G. 
B. Lamping, Seattle insurance executive, 
held the Republican nomination. W. A. 
Sullivan, incumbent, was the Demo- 
cratic nominee. Mr. Lamping’s nomina- 
tion was closely contested by F. C. 
Becker, Seattle insurance man. 





Move Into Home Office 


The home office agency and broker- 
age department of West Coast Life in 
San Francisco have moved into new 
quarters in the home office building, oc- 
cupying the entire third floor. H. 
Stewart vice-president and manager of 
agencies, reported business of these two 
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has added another barrel to its Direct Mail Lead Service 


nty-four consecutive years its lead service, built 


markably high return from interested prospects. 
or more replies from some areas, 
including the great metropolitan centers, still average 11%. 


the growing interest in Family Income 
and Family Maintenance plans, Fidelity has added a lead 
focuses on these appeals. 
1939, the new barrel for the sales gun has dem- 
onstrated the same high degree of marksmanship that gave 
the older lead service such prestige. 

These lead services are backed by a sales kit which in- 
(waiver or income), regular and Modified 
accidental death benefits, 
Juvenile insurance providing for premium 
waiver in event of ‘death’ or 


Fidelity, now in its sixty-second year, operates in thirty- 
six orn and the District of Columbia, has assets of more 
1,000,000 and insurance in force of more than $367,- 
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We are glad to announce 
the availability of several 
Pacific Mutual Family In- 
come Plans designed to fill 
the gaps in the protection 
provided by the Govern- 
ment's Social Security 


Program. 
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divisions has increased consistently this 
year requiring considerable more space. 
August business of the home office 
agency was 161 percent of its quota with 
every indication an even higher ratio 
will be maintained the remainder of this 
year. 
Hold Insurance Day at Fair 

About 30,000 representatives of the 
their friends 


insurance business and 
participated - a special “Insurance 
Day” at the San Francisco fair. Prac- 
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tically all insurance offices in San Fran- 
cisco and Oakland, fire, life and cas- 
ualty; brokers and agents, closed at 
noon. More than 150 members of In- 
surance Post of American Legion took 
part in a parade to the fair and the post 
was host at a refreshment rally. C. S. 
Sinclair of the post, assisted by Willis 
Ullrich, past commander, made the ar- 
rangements. Del Bowley, Insurance 
Brokers Exchange, arranged for the 
fraternal groups. F. M. Hohwiesner, 
president National Association of Insur- 
ance Brokers, was general chairman. 








LIFE AGENCY CHANGES 





Kent and Pease in Weise Agency 


J. C. Kent has been appointed broker- 
age field manager in charge of develop- 
ment of the territory outside of the 
downtown loop district by the R. J. 
Weise general agency, Northwestern 
Nationa! Life, Chicago. He will work 
with A. B. Effrein, brokerage manager, 
who organized the department a year 
ago. Mr. Kent has been with the com- 
pany for 18 years in the accounting 
department and was transferred to Chi- 
cago three years ago as cashier. 

C. A. Pease has been made agency 
service manager. He will have charge of 
all of the functions of that office. Both 
of these appointments follow in line with 
the expansion of the office when the 
Keck agency business was taken over. 


Clare Assistant Manager 

NEW HAVEN, CONN.—Promotion 
of Charles Clare, life man and golfer, 
has been announced by O. S. Spencer, 
Hartford general agent of Massachusetts 


Mutual. As assistant general agent, he 
will be in charge of the New Haven 
office. 


Entering the life insurance business in 
1933, Mr. Clare was agent for Wallace 
& Spencer in New Haven. When Mr. 
Spencer was appointed general agent 
for Massachusetts Mutual, being moved 
to Hartford, Mr. Clare continued work- 
ing with him in the local field. A con- 
sistent producer with sales well above 
$100,000 annually, he will continue de- 
voting much of his time to personal 
selling. 

Qualifying this year for the National 
amateur golf tournament, Mr. Clare has 
once been New England champion and 
three times champion in Connecticut. 


Kelly & Turner Appointed 

All States Life has appointed Kelly & 
Turner of Montgomery as Alabama gen- 
eral agents. This agency is composed of 
J. L. Kelly, attorney and former secre- 
tary Evergreen, Ala. chamber of com- 
merce, and C. W. Turner, formerly in 
the lumber business and more recently 
with the bureau of the census. 


Williams Heads New Branch 


Oregon Mutual Life has opened a 
new branch office in Stockton, Cal. The 
manager is J. S. Williams, who resigned 
as assistant superintendent of agencies 
to take charge of the branch. He has 
been associated with the company for 
more than a decade in the life insurance 
business 20 years and has taken an 
active part in the life underwriters as- 
sociation. He was at one time secretary 
of the Cleveland Life Underwriters As- 
sociation. 


Fuquay to Guarantee Mutual 


C. R. Fuquay, formerly San Antonio 
general agent of the Franklin Life, has 
been appointed San Antonio general 
agent of the Guarantee Mutual Life. 


Davis San Jose Man Manager 


Gault Davis was appointed manager 
of the San Jose, Cal., agency of Acacia 
Mutual Life. L. O. Nashem, Washing- 
ton, D. C., assistant to the field vice- 
president, has been on the Pacific Coast 
for the last several weeks arranging the 
appointment. Mr. Davis has been asso- 


~ 


ciated with the Equitable Society in the 
San Francisco office for several years 
and was a consistently successful pro- 
ducer. 


Bridgman Franklin Life Manager 
H. L. Bridgman, who served as vice- 
preetens of the Great American Life of 
San Antonio and then as city agency 
manager, has ben appointed San An- 
tonio manager of the Franklin Life. 


Wertz and Harrison Named 


G. B. Wertz was appointed genera! 
agent for northern Virginia by Provi- 
dent Life & Accident. He will have 
headquarters i in Leesburg, Va., in the of- 
fice of the Moore-Clemens Company, 
general insurance. B. P. Harrison Jr., 
will be associated in the agency and rep- 
resent the accident department as gen- 
eral agent. 


Huston Brokerage Manager 


C. R. Huston was appointed broker- 
age manager of the R. N. Waddell gen- 
eral agancy of Connecticut Mutual Life 
in Pittsburgh. He will contact local 
agencies in southwestern Pennsylvania. 
He has been with the Waddell agency 
since 1939, 


Lubbock Agency in New Office 


The Lubbock agency of Western Re- 
serve Life in Dallas has moved into 
offices on the second floor of the air- 
conditioned Lubbock National building. 


Mann Made Charlotte Manager 


J. W. Mann, formerly home office sup- 
ervisor for Shenandoah Life, has been 
appointed manager of its branch office 
at Charlotte, N. C. 


Richard B. Moore, field assistant of 


the Hartford branch of the Travelers 
has resigned to become a contract agent. 


SALES MEETS 


Manhattan Life Meeting 


Thirty general agents, agents and offi- 
cials ot the Manhattan Life, are cele- 
brating the 90th anniversary agency 
cenference at Miami Beach, Fla., this 
week. The Halsey cup was presented 
to General Agent James G. Ranni, New 
York City, as emblematic of the leading 
agency during June; July and August. 
The standard was paid for quality busi- 
ness, that is, that which has a probable 
persistency rating of 70 percent or over. 











The Charles Edwards agency, New 
York City, was second, and the C. V. 
Cromwell agency, New York City, 
third. Mr. Ranni’s agency walked off 


with the honor of being the leading gen- 
eral agency for the year with paid busi- 
ness of $2,851,085, the runner up being 
the Edwards agency with $2,791,055. 


Provident Life, N. D., Agents Meet 


Forty-five leading agents of Provident 
Life of North Dakota from six states, 
held a three-day meeting at the home 
office and discussed production plans 
for the last four months this year and 
for 1941. The company’s 25th anni- 
versary will be observed next year. 


Agency supervisors and managers from 
Minnesota, North Dakota, South Da- 
kota, Montana, Washington and Oregon, 
who had qualified through business vol- 
ume written and general efficiency in 
selling and servicing during the year, 
attended. F. L. Conklin, executive vice- 
president, spoke. In the first eight 
months, he said, gain was 41 percent 
over the same period last year in new 
paid-for insurance. Joseph Dickman, 
manager of agencies, presided, assisted 
by Frederick Monley, agency secretary. 


Great Northern Men on Tour 

Several officials of the Great Northern 
Life, including President H. G. Royer, 
Vice-president John A. Sullivan, As- 
sistant Secretary E. H. Ferguson and 
E. P. Oertel, assistant vice-president, 
have been conducting a series of meet- 
ings with various agencies, largely to 
acquaint the field force with the com- 
pany’s new line of commercial accident 
and health policies. Agencies visited so 
far are those in Minneapolis, Wausau, 
Wis., Cleveland, Oklahoma City and 
Kansas City. 


Victory Life Agency Meeting 
Victory Life of Topeka held an agency 

meeting in Dodge City, Kan., presided 

over by E. E. Shurtleff, vice-president 


—_ 
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and assistant general manager. R. H. 
Blair, supervisor of agencies, also at- 
tended. Elmer Henry, district manager 
in western Kansas, was host. At the 
next meeting a buffalo dinner will be 
served. 





Shenandoah Life Southem Meet 

MEMPHIS, TENN. — A_ one-day 
meeting of aba een of Shenan- 
doah Life was held, with P. C. Buford, 
president, and Worley Harr, vice-presi- 
dent, who is in charge of agencies, pres- 
ent from the home office. T. F. Richard- 
son, local supervisor, was in charge of 
arrangements. About 25 agents from 
west Tennessee and the Mississippi 
delta region attended the business ses- 
sion and luncheon. 





Equitable Managers’ Meeting 


The eastern division managers of the 


Equitable Society including those in 
New England, New York, outside of 
New York City, Pennsylvania, Dela- 


ware and District of Columbia held a 
two-day round table conference at At- 
lantic City, Sept. 19-20. 





Virginia Agencies Meet 
Norfolk agencies of 
held a three-day 


Frank Am- 


Richmond and 
the Equitable Society 
meeting at Virginia Beach. 
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Sell More Family Insurance 


By offering factories, plants and business organizations 
in your territory the new Minnesota Mutual Payroll-Deduc- 
tion-Family-Policy-Plan. Involves no cash outlay, practically 
no expense on the part of the employer. Employee chooses 
any other kind of insurance he wishes, for himself and his 
family, enjoys a substantial rate saving, lets small payroll 
deductions automatically take care of monthly payments. 


We offer our Field Force these additional advantages: 


. A liberal agency contract. 

. A plan for financing your agency. 
Accounting methods to guide you. 
Proven plans for finding—training agents. 
A liberal financing plan for agents. 

A unique supervisory system. 

Organized Selling Plan. 

Unusually effective selling equipment. 
Policies for every purpose: 
Juvenile—Women—Group—Payroll Savings, etc. 
10. Low monthly premiums. 


$235,000,000.00 Mutual Company, 60 years old with 
an understanding, cooperative Home Office. 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 


Regular—Family— 




















thor, home office representative, was 
the principal speaker. Other speakers 
included R. R. Richards, general agent, 
Norfolk, and E. C. Jeter, Rock Hill, S. 
Cc. D. L. Weeks, Richmond, general 
agent, was chairman. 


John Hancock New England Rally 

Agents of the nine district offices of 
the John MHancock, comprising the 
northeastern group of the New England 
regional territory, met in Jackson, N. 
H., to celebrate the conclusion of the 
summer business program. Districts par- 
ticipating were Salem, Lynn, Lawrence, 
Haverhill and Lowell, Mass.; Concord 
and Manchester, N. H.; Lewiston and 
Portland, Me. 

The leading district, which qualified 
71 percent of its entire force for the 
outing, was Lowell, Mass., which was 
presented an attractive trophy by Field 
Supervisor Paul E. Eagan. 





Masonic Provident Meeting 

MANSFIELD, O.—More that 40 of- 
ficers and guests of Masonic Provident 
gathered here for a two day meeting to 
celebrate the 50th anniversary of the 
organization and to attend the annual 
agency convention. - Marquis, 
president, and W. J. Locke, mayor of 
Mansfield, welcomed the guests. R. L. 
Walker, secretary and general manager 
of the association, introduced officers, 
directors and home office personnel. At 
a luncheon on the first day, T. T. Mce- 
Clintock, manager health and accident 
department Ohio State Life, delivered 
the principal address. F. E. Honnold, 
Mt. Gilead, spoke at the dinner meeting. 
A motion picture, “The Autopsy of the 
Lost Sale,” was shown at the dinner. 

On the second day the sessions were 
opened at a breakfast meeting at which 
Dr. O. H. Schettler, C. C. McDonald, 
B. H. Schultz, and G. F. Sprunk, all of 
Toledo; A. A. Stephens, Cleveland, and 
C. J. West spoke. W. F. Voegele, legal 
counsel, and R. S. Gibson, treasurer, 
spoke at luncheon. A round table meet- 
ing was staged in the afternoon with G. 
H. Hartung, treasurer; W. F. Meinders, 
Cincinnati; W. E. Parker, Cleveland; J. 
C. Stein, Sydney; H. C. Hancock, Co- 
lumbus, and R. L. Walker delivering ad- 
dresses. 


Utah, Idaho Metropolitan Rally 
SALT LAKE CITY—Representa- 
tives of Metropolitan from Utah and 
Idaho, held a regional conference here 
with H. E. North, vice-president, and 
J. C. Klein, assistant superintendent of 
agents, the principal speakers. Of par- 
ticular interest to the 100 delegates was 
a “quiz” conducted by H. B. McLellan 
and A. B. Fritz, agency supervisors. A 
banquet concluded the convention. 


Great Southern Life Club Meets 

Plans have been completed for the an- 
nual meeting of the Great Southern Life 
Club in Dallas Oct. 10-12, E. P. Green- 
wood, president, announces. It is ex- 
pected some 350 executives, agents and 
their wives will attend. The first day 
will include a business session, a ban- 
quet and ball. President Greenwood 
will be the chief speaker for that session. 
Further business sessions will be held 
the second day when the ladies will be 
guests at a luncheon and theater party, 
and all attendants at a special banquet 
and entertainment. On the final day the 
entire party will be guests of the com- 
pany at the Dallas fair and at the Texas- 
Oklahoma football game. There will be 
a dinner-dance that evening 


Boston Actuaries Club Meets 

BOSTON—tThe Actuaries 
Boston will hold its first meeting of the 
fall Sept. with J. W. Tebbetts as 
chairman. E. T. Berkeley will discuss 
“The Duties of a Casualty Actuary” and 
there wil! be consideration of the sub- 
jects of the mortality and new business 
of member companies, dividend distri 
butions for 1941 and surplus require- 
ments; war risks and related problems; 
current events and legislative require- 
ments for countersignatures on casualty 
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NEW YORK 


Two Agencies Are Now 
Being Consolidated 


Vice president A. E. Patterson of 
The Penn Mutual Life announces that 
as of Oct. 1 there will be a consolida- 
tion of the J. Elliott Hall Agency of 
New York City and the John C. Elliott 








J. ELLIOTT HALL 


Agency of Newark, N. J. Both are long- 
established Penn Mutual agencies. 

The agency will be known as the J. 
Elliott Hall Agency of Newark, with 
Mr. Hall assuming full responsibility 
for its management. Mr. Elliott will re- 
main in Newark as associate general 
agent in order to devote his entire time 
to production activities. 

Mr. Hall commenced his life insur- 
ance career in Newark in 1913 as a per- 
sonal producer and since 1921 has been 
a general agent for the Penn Mutual 
with headquarters in New York City. 
He has always resided in New Jersey 
and enjoys a wide acquaintance in the 
State. 

AGENCY CASHIERS MEET 

The New York City Life Agency 
Cashiers Association, held its first fall 
dinner meeting this week. M. P. Gall- 
agher, Penn Mutual, president, outlined 
plans for the coming year. Other of- 
ficers are P. R. Fischel, Northwestern 
Mutual, vice-president; Ray Winans, 
Guardian Life of New York, secretary 
and R. I. Townsend, State Mutual, 
treasurer. Don Slee, Mutual Benefit 
Life, is chairman of the program com- 
nuttee. 


SUGGESTS DEFER ANY RESPONSE 

Pending a ruling by the administra- 
tion as to whether or not the wage and 
hour law is applicable to insurance 
company employees, J]. H. Doyle, gen- 
eral counsel of the National Board of 
Fire Underwriters has suggested to 
member companies receiving demand 
for compliance with the act from re- 
gional offices, they defer making re- 
sponse, stating the matter is now 
pending before the administration at 
Washington. 


THRIFT EXHIBIT OPENS 


Life insurapce men will find much 
interest them in the exhibit, “The 
Road to Financial Independence,” 
which the American Provident Associa- 
tion opened this week at 572 Fifth ave- 
nue, New York City. There are many 
exhibits on the subject of thrift and life 
insurance is particularly emphasized in 
a large mural painting showing the 
financial march through life. This 
shows the part which life insurance 
plays in the various stages of a man’s 
life 

There are lectures every day at 12:35, 
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THREE WORDS THAT SPEAK VOLUMES 





The outstanding past record, the strong present condition, the 
splendid outlook of the INDIANAPOLIS LIFE INSURANCE 
COMPANY, a Legal Reserve, Mutual Company, organized in 
1905, can be summarized in the following three important 
words: 


QUALITY—To procure quality business from quality field- 
men and to own quality investments have been the con- 
stant aim of the Company through the years. 


SAFETY—The FIRST and paramount consideration in the 


selection of investments has always been SAFETY. 


SERVICE—Prompt attention to policyholders’ requests, 
prompt payment of death claims, friendly, helpful, imme- 
diate service for the agency staff are the ‘first order of 
business'' with the Company. 


The wisdom of adhering to this course is verified by the fact 
that the Indianapolis Life is now the largest Company in the 
United States organized as a strictly Mutual, Legal Reserve 
Company since 1905. 


Agency opportunities in Indiana, Illinois, Ohio, 
Michigan, Minnesota, lowa, Texas and California. 


INDIANAPOLIS LIFE INSURANCE COMPANY 


Indianapolis, Indiana 


A. H. KAHLER 
2nd Vice President 
Supt. of Agencies 


EDWARD B. RAUB 
President 
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JEFFERSON STANDARD Lire INSURANCE Co. 


JULIAN PRICE, President GREENSBORO, N. C. 
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1:35 and 5:35 and Thursday evenings 
at 7:15. Free consultation service is 
available at all times. The Mutual Life 
ot New York has donated the ground 
floor space in which the exhibit is being 
held. 

Clifford L. McMillen, general agent 
Northwestern Mutual Life, New York 
City, is a member of the board of di- 
rectors, while the larger group of spon- 
sors, the national council, includes a 
number of distinguished life insurance 
men, such as Grant L. Hill, director of 
agencies Northwestern Mutual Life; G. 
L. Hunt, agency vice-president New 
England Mutual; and H. S. Nollen, 
chairman Equitable Life of Iowa, and 
J. M. Holcombe, Jr., general manager 
Insurance Sales Research Bureau. 


Life 





EFFICACY OF PLANS SEEN 


Companies that have put out some 
form of estate planning or programming, 
constructed along scientific lines, all 
agree that it has done much to increase 
production but it has done much more 
in that it has greatly reduced lapses and, 
therefore, conserved business. The com- 
panies that have these plans in active op- 
eration say that their increase in insur- 
ance in force has materially improved. 
This is due to the fact that insurance 
bought becomes a definite part of a pro- 


gram and that when a man buys insur- 
ance he is not simply purchasing 
“another policy” but he is buying some- 
thing that has a vital part in his estate 
plans. Therefore, each policy means 
something and when such is dropped the 
structure is weakened. 

This has been found to have a very 
noticeable psychological effect. These 
plans enable a person gradually to add 
something to the estate he has in mind. 
He is building stone by stone. Agents 
who have mastered these plans find that 
their own production has greatly im- 
proved and also they enable them to go 
before a prospect with a very concrete 
plan laid out. It applies individually to 
him. Therefore, when he becomes in- 
terested in this program he is much less 
inclined to do anything that will inter- 
fere with it. 

ENTERTAINS HOME OFFICE STAFF 

G. J. Gibas, president new Gibas agen- 
cy United States Life, tendered a lunch- 
eon to the executives and home office 
staff, the guests including Dr. J. A. 
Avrack, chief medical director; W. C. 
Batchelder, manager real estate depart- 
ment; Roy Foan, underwriting depart- 
ment; A. J. Mountrey, manager accident 
and health; Edward O’Toole, assistant 
secretary, and A. Winston, agency de- 
partment. 
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Claims TNEC Tactics 
Resemble Hitler's 


LANSING, MICH.—The Lansing 
Association of Life Underwriters 


started the fall season with talks by 
H. B. Thompson, _ secretary-counsel 
Michigan association, and E. P. Bal- 
kema, state association president, both 
of Detroit. Mr. Thompson assailed the 
peril of governmental interference with 
life insurance as indicated by activities 
of the Temporary National Economic 
Committee. He said the TNEC tactics 
closely resembled those of Hitler in 
that there were indications of a plan 
to ‘divide and conquer.” 


Process of Segmentation 


The TNEC chieftains, he said, at first 

proclaimed themselves as “only after 
these burial insurance fellows” and sub- 
sequently said they were directing their 
chief efforts at the evils in writing 
“jumbo lines.” In each case, he said, it 
was obvious the investigators were 
Striving to chip off a segment of the 
business without disturbing the average 
agent or policyholder, apparently work- 
ing toward a goal in which the: latter 
would have lost so much support that 
they would be “too weak to defend 
themselves.” 
; Agents must be constantly alert dur- 
ing the “streamlined struggle for power” 
which characterizes the present age—in 
business and politics as well as in 
world affairs, he said. Life insurance 
also has its “fifth columnists” in the 
form of twisters and unethical counsel- 
ors who lay the whole business open to 
those eager to attack it. Apathetic field 
men also were accused of aiding the in- 
terests of those who would scuttle the 
business. 


Balkema Urges Cooperation 


Mr. Balkema made a plea for a close- 
knit organization and enumerated some 
of state association accomplishments. 

H. J. Henry, president last year, was 
presented a framed service certificate 


Simplified Selling 
Urged by Harris 


A return to fundamentals and sim- 
plicity in selling will do much to stimu- 
late the further production of life insur- 
ance, in the opinion of G. H. Harris, 
public relations officer Sun Life of Can- 
ada, speaking before a luncheon meet- 
ing of the San Francisco Life Under- 
writers Association. He said that 
technical knowledge and education are 
essential, but predicted that a return to 
simplicity is forthcoming. 

Mr. Harris, whose subject was “Life 
Insurance in This Changing World,” 
said that wonder might be expressed 
that he, a Canadian, should be in this 
country while his nation is pre-occupied. 
The reason, he said, was that a recent 
check-up of his company’s production 
showed that business is showing an in- 
crease. 

In England, he said, where policies 
are “bristling with war clauses” the 
British department is showing an in- 


crease over last year, as is also business 
in Canada. In the United States, how- 
ever, the production was not as good 
and so he is in this country “to make 
an attempt to cheer up the United 
States.” 

C. T. Davies, Wyomissing, Pa., who 
carries $1,000,000 paid-up life insurance 
and author of “Why I Bought Life In- 
surance,” spoke briefly at the meeting. 

Mr. Harris was introduced by V. T. 


Motschenbacher, manager Sun Life, 
who served as chairman of the day. 
Paul Webber, general agent Lincoln 


National Life, presided at the meeting 
which was the first of his administra- 


tion as president. 

More than 200 were in attendance and 
heard a take-off on the radio quiz pro- 
grams, conducted by R. J. Shipley, gen- 
eral agent Northwestern Mutual Life, 
chairman good fellowship committee, 
with Clifford Henderson, manager Pru- 
dential, G. F. McKenna, manager Con- 
tinental Assurance, and Lloyd Lynch, 
general agent John Hancock Mutual 
Life. 


Hold Tri-State Sales Congress 

Le P. Peterson, general counsel Bank- 
ers Life of Nebraska, was one of the 
principal speakers at the Tri-State sales 





volume of $70,050. 
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totaled $11,145.93 last year in one agency. 
eral agent earned $2716.36 on personal paid business of 
$85,216 plus $697.21 on the agency. 
$3911.42 in renewals and first year commissions on a 
Another, (seven years under con- 
tract) earned $3171.92 in renewals and first year commis- 
sions on a volume of $54,250. 
under contract, paid ior $43,500 and earned first year com- 
missions and bonuses of $633.58, (exclusive of deferred 
first year commissions and future renewals). 


General agency openings in California, Oregon, Wash- 
ington, Idaho, Montana, U 
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To-day the average American is thinking of his estate in terms of 
Income. The fact that no other country can compare with the United 
States in respect to the amount of insurance in force per capita, indi- 
cates that Life Insurance is the means whereby these estates are being 
built. Nevertheless untold thousands of policyholders do not yet own 
sufficient insurance to enable them to view their holdings in the light 


of Income. 


To present the essential and basic need for Income is the constant 
aim of the representatives of the Manufacturers Life. This furthers 
the ideal of adequate protection for the individual and increases the 
value of Life Insurance as a national asset. 


INSURANCE IN FORCE, 590 MILLION DOLLARS 


(Including Deferred Annuities) 


ASSETS, 1771, MILLION DOLLARS 


by Mr. Balkema. Russel Moore, the 
new Lansing president, presided. 


INSURANCE COMPANY 


HEAD OFFICE 
TORONTO, CANADA 
Established 1887 


is Dallas—F. H. Haviland, vice-president 
Connecticut General Life, will be the 
principal speaker at the monthly lunch- 
eon meeting Oct. 17, on the topic, “It’s 
Your Move.” J. A. Monroe, Jr., Great 
National Life, president, will preside. A 
formula for prestige was outlined by 
H. E. Belden, president Los Angeles as- 
Sociation at the September meeting. 
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congress held in Shenandoah, Ia. This 
was the first in a series of four that the 
Iowa state association is sponsoring. 
The next will be in Mason City, la., 
early in November and the other two 
points have not yet been selected. 
The Shenandoah congress was_ spon- 
sored by the Southwestern Iowa Un- 
derwriters Association. E. G. Anderson 
presided. Phil Orchard, manager North- 
western National, Sioux City, state pres- 
ident, was on the program, speaking on 
“Looking Forward Through the Life 
Associations.” Other speakers included 
A. H. Doty, general agent Mutual Ben- 
efit, Sioux City, “Sales Presentations;” 
Will Noble, general agent New England 
Mutual, Omaha, “What's Right with Our 
Business;” and J. M. Laflin, general 
agent Penn Mutual and president Ne- 
braska state association, “Our Under- 
writer’s Broader Fellowship.” 


Taggart Raps TNEC Probe; 
Praises Agency System 


PEORIA, ILL.—Lauding life insur- 
ance as “the greatest economic benefac- 
tor the human race has ever known,” 
Grant Taggart, California - Western 
States Life, Cowley, Wyo., in address- 
ing the Life Underwriters Association 
of Peoria attacked the TNEC investi- 
gation of life companies as “prejudiced” 
and “unfair.” “The government has no 
reason to justify meddling with the 
great institution of life insurance, which 
stands as the greatest bulwark of se- 
curity, that any nation could hope to 
have,” he declared. 

He admitted that “the institution of 
life insurance is not infallible,” but 
firmly declared that “in spite of its mis- 
takes, it stands out as the most securely 
financed of business institutions.” 

He pointed out that 87 percent of all 
estates of men come from life insur- 
ance, “thanks to the agency system.” 

Mr. Taggart is past chairman of the 
Million Dollar Round Table, and has 
been a trustee of the National associa- 
tion. 


Chicago Association Has 
Scheduled Busy Month 


When the Chicago contingent of life 
men return from Philadelphia where 
they are attending the annual conven- 
tion of the National Association of Life 
Underwriters, they will settle down to 
one of the busiest periods in its history. 
Starting Oct. 8 and continuing to the 
end of the month, 11 meetings have 
been scheduled. Three are entire mem- 
bership affairs. Also, three have been 
scheduled for the same day. 

First of the meetings for the mem- 
bership is to be Oct. 8 when H. T. 
Wright, past president, who was elected 
to the presidency of the National 
association at Philadelphia, will be 
tendered a welcoming dinner. C. J. 
Zimmerman, retiring national president, 
will be toastmaster. Guest speaker will 
be T. I. Parkinson, president Equitable 
Society. On the same day the advisory 
council and cashiers’ division are sched- 
uled for meetings. 

Women’s Division Meets Oct. 9 


Oct. 9 will see the women’s division 
in a meeting with the program given 
over to national convention echoes. Oct. 
10, the life agency supervisors will hold 
their first fall meeting. ; 

Joint meeting of the Chicago associa- 


tion and the illinois chamber ot com- 
merce, with L. H. Pink, New York 
superintendent of insurance, as_ the 


guest speaker will be held Oct. 11. 

Group supervisors will hold 
meetina Oct. 15. 

The annual CLU fall party will be 
held Oct. 17. R. C. Carson, Rockwood 
Company, is chairman of the commit- 
tee on arrangements. J. D. Moynahan, 
Metropolitan Life, is president of the 
Chicago chapter. 

Meeting of the Life Insurance & 
Trust Council will be held Oct. 24. The 
following day will find the association 
staging its first business-getter sales 
clinic. Last of the month’s activities is 
scheduled for Oct. 28, when the gen- 


their 
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eral agents’ and managers’ division holds 
its meeting. 


West Texas Date Changes 


J. B. Baumann, Houston general 
agent Pacific Mutual Life and president 
Texas Association of Life Underwriters, 
announces that the date for the West 
Texas Sales Congress has been changed 
to Oct. 28. Speakers will include J. P. 
Costello, Dallas, Southwestern Life; C. 
E. Seay, Dallas, Southland Life; F. G. 
Bray, Houston, Texas, general agent 
New England Mutual Life; C. C. Day, 
Oklahoma City, general agent Pacific 
Mutual, and President Baumann. 


Offer Courses in Detroit 

DETROIT.—The comprehensive edu- 
cational program being offered to De- 
troit underwriters through the joint 
cooperation of Qualified Life Underwrit- 
ers, Associated Life General Agents & 
Managers and Detroit chapter C. L. U., 
will cover both the gap between the 
company training course and C. L. U. 
work, and the C. L. U. preparation it- 
self. The course is being offered in 20 
weekly sessions beginning Wednesday, 
Oct. 9, 3:30 to 5 p. m. Tuition for QLU 
members is $20, non-members $22.50, 
including text books. H. H. Irwin, Mas- 
sachusetts Mutual, lecturer University 
of Michigan, will be the instructor. Fo1 
C. L. U. preparation, Parts 3, 4, and 5 
are offered in 30 weekly sessions, begin- 
ning Tuesday, Oct. 8, at the same time 
and place, tuition for QLU members 
$30; non-members $33. A. L. Kaufman, 
Northwestern Mutual, lecturer Wayne 
University is instructor. Parts 1 and 2, 
covering 20 weeks, will be offered start- 
ing in January with H. H. Irwin as 
instructor. 





Austin, Tex.— Matthew Brown, San 
Antonio general agent, Great American 
Life, was the speaker at the first meet- 
ing of the fall session of the Austin As- 
sociation. His talk, in which he showed 
methods by which underwriters may 
ethically combat twisting of life insur- 
ance policies and gave some of the an- 
swers to the fallacies of insurance used 
by so-called twisters competing against 
ethical agents, was followed by a panel 
discussion. Julius Stein, San Antonio, 
Lincoln National Life, and Barney Mat- 
teson, San Antonio, General American 
Life, aided Mr. Brown in the _ panel. 
There were 39 members in attendance. 

Baltimore, Md.—At the annual meet- 
ing, F. G. LaMotte, Massachusetts Mutual 
Life, was elected president; L. V. Godine, 
Northwestern National Life, first vice- 
president; J. V. Hinton, Connecticut Mu- 
tual Life, second vice-president; G. S. 
Robertson, secretary -treasurer. T. J. 
Mohan, Eureka-Maryland, becomes chair- 
man of the board. The report of the ac- 
tivities during the past year was made 
by the officers and the committee chair- 





A guest of honor at the meeting 
was F. A. Savage, Sr., former general 
agent New England Mutual Life, who 
this month completes 50 years in the life 
insurance business. 

On Wednesday some 50 members went 
to the National association meeting in 
Philadelphia to urge selection of Balti- 
more as the convention city for 1941. 
In addition there were some 25 delegates 
who attended all of the sessions of the 
convention. 

Madison, Wis.—John V. Hovey, presi- 
dent, is attending the national conven- 
tion as the local delegate. C. Rex Welton, 
vice-president and program chair- 


men. 


man, introduced the speaker, A. D. Lynn, 
agencies 
commented 


superintendent of 
Mutual. He 


assistant 
Massachusetts 


in mod- 
United 
world’s 


on the place of the life agent 
ern society, stating that the 
States with 7 percent of the 
population, owns 70 percent of the 
world’s life insurance. He also said, 
“Our American standard of living is due 


not only to our inventive genius, but 
also to our salesmen who have created 
the demand for better products. Be- 


cause we are better salesmen, our stand- 
ard of living is higher than any other 
place in the world.” Mr. Lynn was the 
guest of S. G. Johnson, associate general 
agent for the Massachusetts Mutual. 
Bridgeport, Conn,—Its monthly meeting 
owing to President Earl B. Roberts being 
in the hospital for several weeks was 
presided over by Vice-president Hansen. 
D. E. Johnson of the Fidelity Mutual 









State Mutual Agents 
forging ahead fast ... 


For the seventh consecutive month State 
Mutual shows a substantial gain in its paid- 
for business. In July it was 64%; in August 
49%; for the seven months 42%. 

Even more significant is the distribution 
of the business . . . 49 out of its 54 offices 


showed gains. Of these nearly half had 
gains of more than fifty per cent. 


This old rugged New England Company 


is going’ places. 


State Mutual Life Assurance Company 





of Worcester, Massachusetts 
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a. Rugged as New Englands Rock Bound Coast a 
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told how he overcame the Friday 13th 
superstition of bad luck by writing nine 
applications Sept. 13 affecting 50 lives 
and for a total in excess of $40,000. 


Memphis, Tenn.—W. P. Brown, presi- 
dent of the Memphis association, an- 
nounces that a life insurance school in 
preparation for formation of a Memphis 
chapter of Chartered Life Underwriters 
is scheduled to begin at Southeastern 
University, Sept. 30. About 20 local life 
underwriters plan to enroll. Jeff Gross, 
local agent, National committeeman, and 
H. B. Jones, past president of the local 
association, attended the convention of 
the National association at Philadelphia. 


Ill.—The first meeting of the 
1940-41 season was held in honor of 
W. S. Cochrane, who retired as general 
agent Mutual Benefit Life a short time 
ago. He was presented a gift from the 
association by C. R. Golly, Equitable 
Society. 

Grant Taggart, Cowley, Wyo., trustee 
National Association, in a talk at the 
meeting said that his formula for suc- 
if there is any one formula, is to 
straight, get ideas and put them 
into action. He feels that the govern- 
ment has no right to meddle with life 
insurance, which is the greatest bulwark 
to security that any nation could hope to 
have. Over 125 members, including 
guests from Decatur and other towns 
near Peoria, heard Mr. Taggart. 

m.—J. H. McPherson, 
state association, 


Peoria, 


cess, 


think 


Jacksonville, 
executive secretary 
spoke on “Insurance for Insurance Ex- 
perts” at the September meeting at 
which 25 were in attendance. W. G. 
Meyer, president, presided. 


Elgin, It—J. H. McPherson, execu- 
tive secretary state association, spoke at 
the September meeting on “No Protec- 
tion for the Agent.” It was announced 
there are 36 members and it is hoped 
soon to increase the number to 50. 

Pittsburgh — Reminding his audience 
that life insurance companies have in- 
vested billions of dollars in U. S. gov- 
ernment bonds, Senator Millard Tydings, 
Maryland, addressed a joint meeting of 
the Pittsburgh association and the Cham- 
ber of Commerce. This money belongs 
to the policyholders of life companies, 
he said. It is collected from these policy- 
holders, weekly, monthly, or yearly, and 
when the money came to the central 
office of the company, a large part of it 


was invested in bonds of the govern- 
ment. It is a large part of the money 
which the government has been bor- 


rowing for the past 10 years. It repre- 
sents a fund out of which life companies 
must pay the policyholders as a hazard 
set up in the policies occurs. 


Akron, O.—G. F. Fricker, veteran 
Akron agent representing Connecticut 
Mutual Life for more than 388 years, was 
honored at the September’ luncheon 
meeting. He is 72 and has lived here 
all of his life. H. T. Waller, veteran 
agent who paid tribute to Mr. Fricker, 
said that the latter has three times led 


all his company’s representatives in an- 
nual volume. Featured on the program 
was an address “The Life Underwriter 
in Action” by R. W. Hoyer, general 
agent John Hancock Mutual Life, Co- 
lumbus. Mr. Hover, a past president of 
the Columbus Association, discussed the 
details of the state convention to be held 
in Akron in 1941. He was introduced by 


J. K. Wyard, Akron associate general 
agent John Hancock Mutual Life. Ac- 
cording to Clarence Batteson, program 


Akron in- 
honored 


chairman, other well known 
surance men will be similarly 
at future meetings. 


New Bedford, Mass.—The ninth local 
association in Massachusetts and the 
365th in the United States was formed 
here this week with 110 in attendance and 
50 applications received for the initial 
membership. Ellis Gifford, New England 
Mutual, president Fall River association, 
was chairman. Representatives were 
present from Boston, Fall River, Provi- 
dence, R. L, and other cities, including 
\ H. Boireau, Berkshire Mutual, pres- 
ident Massachusetts state association, 
and President Fitzhugh Traylor, Equi- 
table Society, and Secretary C. E. Mc- 
Elvein, Boston association. R. B. Hull, 
managing director National association, 
talked on ‘Responsibilities and Account- 
abilities.” Officers elected for the tenta- 
tive organization were: President, C. E. 
Davis, Connecticut Mutual; vice-presi- 
dent, M. J. Delaney, John Hancock; sec- 
retary, W. R. Porter, Phoenix Mutual; 
treasurer, F. K. Collins, Metropolitan. 


Pittsburg, Kan.—Harry T. Wright, 
President National Association of Life 
Underwriters, will be speaker at the an- 
nual sales congress of the Southwest 
Kansas Life Underwriters Oct. 25. Sev- 
eral other nationally prominent speak- 


ers are being scheduled by the program 
committee headed by C. O. Braden, In- 


dependence. Managers and general 
agents sessions will be held. Frank 
Sutton, Coffeyville, is general chairman. 
Serving on committees will be repre- 
sentatives from the states of Nevada, 
Missouri and Oklahoma, as well as 
Kansas. 


Columbus, 0.—Certificates of apprecia- 
tion were presented at a meeting to past 
president, the presentation being made 
by F. A. Lichtenberg, who was first pres- 


ident in 1912. Former presidents re- 
ceiving the certificates are M. D. Don- 


taymond Rhoads, S. 
M. Orwig, C. B. Wiles, R. W. Hoyer, 
Cc. R. Garvin, J. G. Belknap, S. L. Haynes, 
H. P. Getz, H. A. Chipman, H. P. Graven- 
gaard, C. R. Eckert, S. R. Fraher, J. W. 
Ray, J. B. Davis, C. C. Doyle, P. M. 
Smith, H. S.. Stephan, E. C. Deckard, 
R. C. Gauch, R. K. Zimmer, V. C. Smith 
and E. J. Staton, serving this year. Sev- 


ham, L. H. Brown, 


eral of the former presidents have 
moved from the city, and four are de- 
ceased. B. L. Lewis, 1913; H. H. Steiner, 


1914; W. E. Hoyer, 1917, and A. M. Kem- 
ery, who served in 1918. 

Northern New Jersey—The next lunch- 
eon meeting will be held Oct. 14 in New- 
ark. J. S. Dey has been made chairman 
membership committee. 

Grand Rapids, Mich.—At a _ luncheon 
meeting with T. H. Tomlinson, assistant 
superintendent of agencies Bankers Life 
of Des Moines, spoke on “My Property.” 
He has been a million dollar producer 
for several years. 

Kalamazoo, Mich.—E. P. Balkema, De- 
troit, president Michigan Association of 
Life Underwriters, addressed the open- 
ing fall meeting here, which was a 
“ladies’ night.”’ He outlined economic 
problems from the standpoint of a life 
agent in a talk on “Security-Insecurity.” 

Kansas City, Mo.—Robert Sanders, 
district manager and “millionaire” pro- 
ducer for the Business Men’s Assurance 
at San Diego, Calif., spoke at the first 
fall meeting on “Sales Slants.” 

Toledo—At the first meeting of the 
season Ted H. Tomlinson, assistant su- 
perintendent of agencies, Bankers Life 
of Des Moines, discussed “Measuring 








Progress.” R. L. McFarland is presi- 
dent of the Toledo group. 
Pittsburgh — The annual sales con- 


gress of the Pittsburgh Association will 
be held Oct. 17. There will be four 


outside speakers. Of the association’s 
1,400 members it is anticipated that 
over 600 will attend the congress. A 


special program booklet will be printed 
for the meeting containing the pictures 
and biographies of the speakers, to- 
gether with a list of the association’s 
officers and directors as well as the 
members of the general agents and 
managers association. 


MANAGERS 











Hale Talks to Utah Managers. 


SALT LAKE CITY—S. G. Hale, 
agency organizer Mutual Life of New 
York, was guest speaker at the Septem- 
ber meeting of the Utah Life Managers, 
his subject being “Starting Right.” He 
was introduced by C. E. Bechtel, Utah 
manager Mutual Life. G. J. Cannon, 
president, was in charge of the meeting. 


Dayton, Ohio Elects 
At the Life Insurance Managers As- 
sociation meeting held at Dayton, Ohio, 


C. Holloway, general agent, Berkshire 
Life was elected president. H. S. Stout, 
vice-president, general agent, John Han- 
cock; Emerson Davis, secretary-treas- 
urer, manager, United Benefit Life. Di- 
rectors are: H. L. Bimm, Massa- 
chusetts-Mutual; Fern Blose, Equitable; 
W. H. Grundy, Canada Life. 


Portland Managers to Meet 


The Life Managers’ Association of 
Portland, Ore., will meet Oct. 2 follow- 
ing a luncheon. 


Dallas Managers Hear Douglas 


O. D. Douglas, state agent Lincoln 
National Life, and trustee National As- 
sociation of Life Underwriters, was the 
chief speaker at the opening meeting of 
the Life Managers’ Club of Dallas, “Cur- 


Agency Management” 
was his subject. Barney Shields, Great 
National Life, presided. E. F. White, 
Connecticut Mutual Life, arranged the 
program. 


Nelson Shreveport President 


G. L. Nelson, assistant manager Pru- 
dential was elected president of the Life 
Managers’ Association of Shreveport, 
La. Other new officers are J. A. Mc- 
Quillian Life of Virginia, vice-president, 
and Lee Forte, Penn Mutual, secretary- 
treasurer. 


Douglas Talks to Dallas Club 


A basic requirement in agency build- 


rent Trends in 


ing is that the life insurance producers 
make a living, O. D. Douglas, San An- 
tcenio, told the Life Insurance Mana- 
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IDEAL JOB 
Seeks Right Man 


Every day you wait to investigate the 
General Agency opportunities with 
this old reliable company you are losing 


FRANCIS L. BROWN, President 


ROCKFORD LIFE INSURANCE COMPANY 
Rockford, Illinois 


Write today: 



































BountiruL Harvest 


is assured the able and industrious salesman who has a 
DIRECT home office contract... Increased earnings 
should be the immediate result. 


Write J. DeWitt Mills, Vice Pres., for agency information. Desirable 
territory available in Mo., Ark., Okla., Texas, Wyo., and Utah. 


CENTRAL STATES LIFE INSURANCE CO. 


Alfred Fairbank, Pres. 


St. Louis, Mo. 














He is Texas gen- 


gers Club of Dallas. 
National Life and 


eral agent Lincoln 
trustee National association. He dis- 
cussed “Current Trends in Agency 
Management.” General agents and 
managers must do a better job, he said. 
This means better selection and recruit- 
ing of agents, better training, super- 
vision, motivation and financial man- 
agement of agents. 





Buffalo Life Managers to Meet 

- BUFFALO, N. Y.—The Buffalo Lite 
Managers Association will meet Oct. 7 
to hear reports on the annual conven- 
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tion of the National Association of Life 
Underwriters in Philadelphia. Merle 
Smith will give a general report, Sidney 
Wertimer will discuss legislative devel- 
opments, and T. C. Snow will give a 
resume of managerial matters. 


Lifetime Rider Issued 

Protective Life which is now 
providing lifetime indemnity accident 
coverage, will issue a rider extending to 
life the indemnity period under its five 


Loyal 


feature series policies for coverage 
under the accident portion of the con- 
tract. The former limit was five years. 


For $100 monthly indemnity, ages 18-49, 
the charge or the rider is $6 annually 
The annual premium for the contract 
itself, covering both accident and sick- 
ness, is $62. 


Qualifiers in Philadelphia 


\ delegation of 34 agents and general 
agents of Equitable of Iowa are attend- 
ing the Philadelphia convention of the 
National Association of Life Underwrit- 
ers as guests of the company. They 
qualified for that honor under the terms 
of an offer of several years standing 


open to men who meet certain produc- 
tion requirements by Aug. 30. This is 
the largest group ever to qualify. The 
delegation is accompanied by a group of 
home office officials headed by R. E. 
Fuller, superintendent of agencies. One 
of the agents, C. J. Amstutz, Cleveland, 
will receive his C. L. U. degree at the 
conterment exercises of the American 
College of Life Underwriters to be 
held in connection with the convention. 





agent should read Carroll C 
Red Wagons and Little 


Every 
Day’s “Little 
Red Boots.” Send $1 for eight copies to 
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ENGEL 
REALTY COMPANY 
Realtors & Insurors 


MANAGEMENT SALES 
LEASES APPRAISALS 


BIRMINGHAM, ALABAMA 


Property Management 
Sales 


A ppraisals—Insurance 


w. a. BRENNAN iwc. 


INDIANAPOLIS 


Leases Loans 





DUNN & STRINGER 


INCORPORATED 
Empire Bank Building 
St. Paul, Minnesota 
McNeil S. Stringer, Pres. 


Mortgage Loans 
Real Estate 








Property Management 





ARKANSAS 
READ -STEVENSON & DICK 


INC. 
Property Management 
ing 
Mortgage Loans 


A. C. Read II R. Redding Stevenson 
Charles E. Dick 


109 South Main. Street 
LITTLE ROCK, ARKANSAS 


CALIFORNIA 


Property Management 


SALES—INSURANCE 
Loans—Rentals 


Member Mortgage Bankers Association 


CARL F. BURRELL 


Security Title Insurance Bldg. 
LOS ANGELES, CALIF. 


FLORIDA 























Property Management 
Mortgages—Sales 
Appraisals 


««. HAUGHTON ==. 


COMPANY 
108 West Bay St. Jacksonville, Florida 
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Guaranty Building 
Indianapolis 


SALES APPRAISALS 
Ss 


OHIO 








Property Management 








KANSAS 





Complete Real Estate Service 


e PROPERTY MANAGEMENT 
e SALES «+ RENTALS 
e MORTGAGE LOANS 


The 
Wheeler Kelly Hagny 


Trust Company 
Wichita, Kansas 
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PROPERTY MANAGEMENT 


Appraisals 
GOODMAN AND ‘HAMBLETON 


6th Floor, Louisville Trust Bldg. 
Harry W. Goodman, Appraiser 


LOUISVILLE, KY. 


THE 


HOWELL-VIGGERS 
CORPORATION 
Certified Property Managers 
Appraisals Sales 


Second National Bldg. 
Akron, Ohio’ 








Raymond T. Cra agin & Co. 
Raymond T. Cragin, AL 
PROPERTY MANAGEMENT 

APPRAISALS 
LOANS 
LEASING 
Covering Complete Metropolitan Area 
National City Bank Bldg. 
CLEVELAND 





DARNELL-ZUENDT CO. 


Realtors and Insurors 


REAL ESTATE 
MANAGEMENT 
SALES — LOANS 
APPRAISALS 


Member of Institute of 
Property Management 


Beacon Bldg., Tulsa, Okla. 











TEXAS 





R. H. GAMBLE COMPANY 


REALTORS 

Kirby Building 

Dallas, Texas 

e 

Specializing in 

Business Property—Industriale—Factory 
Sites—Leases—Loans 

Complete Property Management Service 








Property Management 
Appraisals 


Business Property Specialists 
Leases, Sales and Rentals, Loans 


LEAVELL & SHERMAN, Inc. 


109 N. Stanton St. El Paso, Texas 
(Established 1906) 





Property Management and Sales 
Mortgage Loans 
Appraisals Member of M.ALI. 


The Wm. J. Van Aken 
Organization 
1715 Euclid Ave. Cleveland, Ohio 

















MICHIGAN 





OKLAHOMA 





Complete 
REAL ESTATE SERVICE 





GEO. BEGGS » 
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Property Management 
Loans—Sales—A ppraisals 
111% WEST 7TH ST. 
FORT WORTH 











Ralph W. Applegate and Co. 


SALES AND mr senll 


PROPERTY MANAGE 
OOMPLETE MORTGAGE FINANOINe 
GENERAL INSURANC 


Chieage Real Estate Beard 
Metional Ase’n. of Real Estate Beards 
Chicage Beard ef Underwriters 


Continental Illinois Bank Bldg. 


CHICAGO 
FRANKLIN 7878 








EQUITABLE TRUST COMPANY 


600 GRISWOLD STREET DETROIT, MICHIGAN 
@ 
Property Management 
Appraisals 
Mortgage Loans 
Sales 


Estates 


Trusts 








UNITED SERVICE AND RESEARCH 


INCORPORATED 
Terminal Building 
OKLAHOMA CITY, OKLAHOMA 


COMPLETE SERVICE 


Appraisals Real Estate 
Loans Management 
Sales—Leases 


RANCH OFFICES 
Metropolitan Bank Bids. 81 Madison Bids. 
Minneapolis, on Memphis, Teas. 
Buh! Bids 


Detrelt, Mich. 








HAROLD W. KELLER 


Property Management—Appraisals— 
Loans—Sales 


Member Institute of Property 
Management 


1006-7-8 Travis Bldg. 
SAN ANTONIO, TEXAS 
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New York Chapter Publishes 
Booklet Outlining Courses 


On or about Oct. 1 the educational 
committee of the New York chapter of 
Chartered Life Underwriters will pub- 
lish a booklet describing in detail the 
courses offered in the metropolitan dis- 
trict to those desiring to prepare for 
C. L. U. examinations. A complete de- 
scription of the contents of the courses, 
together with the instructors, times and 
dates of classes, costs, application and 
registration blanks, will be included in 
thise first effort to summarize the exist- 
ing educational facilities. 

The booklet will contain helpful in- 
formation regarding text books used in 
each course, a list of the libraries from 
which these may be borrowed, and a 
complete outline of the qualifications re- 
quired. Although some of the full time 
courses offered by local universities 
have already started, the review courses, 
sponsored each year at New York and 
Fordham Universities, will start on or 
about Oct. 15. 

This year the educational activities 
of the New York chapter are being han- 
dled by a newly formed educational com- 
mittee headed by R. U. Redpath, Jr. 








Start Course at Dallas 


About 25 candidates at Dallas for the 
C. L. U. designation began their study 
for examinations of the American Col- 
the 1940-1941 school of the 





We might be able to 
tell, in this small space, 
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But— 
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more fully than ever be- 
fore, what a wonder- 
ful institution is life 
insurance. So we only 
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iness! 
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Madison, Wis. 


LIFE INSURANCE EDITION 








Dallas chapter. Parts I, II and IV are 
offered, the faculty comprising E. G. 
Brown, vice-president and actuary 
Southwestern Life; Lyman King, gen- 
eral agent Minnesota Mutual, and Paul 
Jackson, Dallas attorney. Classes are 
being held in the cafeteria of the South- 
western Life. R. E. Fried, American 
United Life, is acting dean. 





Owen Instructor in Course 


W. S. Owen, special agent Sun Life 
in Birmingham, has been chosen instruc- 
tor for the 36-week, newly inaugurated 
CLU course to be given in Birmingham 
this fall and winter by the extension 
service of the University of Alabama. 
Mr. Owen is a CLU and is past pres- 
ident Birmingham Association of Life 
Underwriters. 


Outline Plans in Cleveland 


The Cleveland C.L.U. 
first meeting of the season Sept. 18. 
President Russell P. Thierbach outlined 
plans for the year. Preston Hanawalt is 
chairman of the educational committee. 


chapter held its 





The 
hold its 
let. 7: 


Toronto C. L. U. chapter will 
first meeting of the season 


Canadian Superintendents Confer 

The Association of Superintendents of 
Insurance of the Provinces of Canada, 
while having abandoned plans for a 1940 
conference, held an executive session in 
Winnipeg last week. Purely business 
matters of a routine nature were dis- 
cussed and the various committee re- 
ports were presented. 





Named Resident Manager 
with Minneapolis Office 





Roy W. Landstrom has been 
pointed resident 
manager of THE 
NATIONAL UNDER- 
WRITER at Minne- 
apolis, with head- 
quarters at 500 
Northwestern Bank 
building, telephone 
Geneva 1200. Mr. 
Landstrom will 
have supervision of 
T HE. NATIONAL 
UNDERWRITER’S busi- 
ness activities in 
Minnesota, Wa£is- 
consin and western 
Canada. A_ grad- 
uate of Illinois, 
Mr. Landstrom has - 
been with THE - 
NATIONAL UNpER- R. W. Landstrom 
WRITER for over 20 years, having pre- 
viously been stationed at Chicago. He 
has served THE NATIONAL UNDERWRITER 
in various capacities and is widely 
known to the insurance fraternity. 


ap- 
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CHARLES E. ANSTETT 


Charles E. Anstett, superintendent of 
the department of inspection at the head 
office of the New York Life, who be- 
comes president of the International 
Claim Association, served last year as 
chaisman of the executive committee. 


Ohio Puts a on -_ 
Family Life Policy 


Ohio seemingly has placed a ban on 
so-called “family policies.” Attorney 
General Herbert holds that the issuance 
of a policy whereby the lives of several 
members of a family are insured is pro- 
hibited by section 9426-2 General Code. 
This gives certain provisions and re- 
strictions that must be contained in pol- 
icies issued under the authority of the 
group life insurance act. The attorney 
general evidently is of the opinion that 
family policies should qualify under sec- 
tion 9426-1-2 as group insurance and 
inasmuch as they do not do so under 
this specific classification therefore, they 
are prohibited. 





McKeough Made Supervisor 
with Occidental Life 


A. E. McKeough, until recently gen- 
eral agent Ohio National Life, Chicago, 
has been appointed home office super- 
visor of Occidental Life of Los Angeles 
with headquarters in Chicago. He 
started in the insurance business as a 
personal producer with the W. A. Alex- 
ander & Co. Chicago office, and eventu- 
ally became a supervisor in the life de- 
partment. In 1937 he was president of 
the Chicago Association of Life Under- 
writers and this year is vice-president 
of the Illinois association. 


Starts a House Organ 


The Life Agency Cashiers Associa- 
tion of the United States and Canada has 
issued its first bulletin, “The Cashier.” 
The national headquarters are now at 
Suite 2500, 1400 South Penn Square, 
Philadelphia. W. B. Spencer of the Re- 
liance Life of Philadelphia is president 
and F. R. Ellis of the Penn Mutual of 
Philadelphia is secretary. 


———-_SPECIAL! 10 DAYS ONLY! 
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Making It ieee 
for Guardian's Chief 
October has been set aside as 


“President’s Month” in honor of Presi- 

dent J. A. McLain by the field forces 
of the Guardian Life. Under the slo- 
gan “Let's make it unanimous for Mc- 
Lain,” the presidential election cam- 
paign will be staged with every producer 
and agency seeking the right to cast - 
electoral votes for McLain as a result 
of production in his honor. 

This is the first production campaign 
honoring Mr. McLain since his election 
to the presidency on Jan. 1, 1940. The 
campaign is under the leadership of 
Agency Vice-president F. F. Weiden- 
borner with the four geographic divi- 
sions of the field having at their head 
Medical Director M. B. Bender, as 
chairman of the metropolitan district; 
Vice-president and actuary J. C. Barns- 
ley, chairman of the western district; 
General Counsel Curtis Robertson, 
chairman of the eastern district; and 
Underwriting Secretary Edward Ruge, 
chairman of the southern district. 





Title Insurance 
Companies 


@ The title insurance firms whose 
cards are shown on this page have 
been selected after careful investiga- 
tion. They have the recommendation 
and endorsement of The National 
Underwriter. 
































COLORADO 





THE TITLE GUARANTY 
COMPANY 


4. Elilott Houston, Pres. Aksel Nicisen, Exes. V. P. 
“Home of Landon Abstracts” 


Titles insured thruout Colorado. 
Escrow Service—Loans— 
Abstracts 


1500 Court Place—Denver 





MISSOURI 





Title Insurance Corporation 
of St. Louis 
810 Chestnut Street 

McCune Gill, Vice President 
Qualified with Insurance Departments 

of Missouri and Eastern States 

— o —— 

Disburses construction funds and in- 

sures against Mechanic Liens 
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KING’S 
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Fort Wayne, 
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AMERICAN FIRST TRUST CO. 


First National Bldg. 
Oklahoma City, Okla. 


@ 
STATE-WIDE TITLE INSURANCE 


Under Supervision of State Bank 
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Gives Report 








Philadelphia 


G. A. HARDWICK, 


G. A. Hardwick, vice-president and 
comptroller Penn Mutual Life, chairman 
of the clerical salary study committee, 
gave the report at the annual meeting 
of the Life Office Management Associa- 
tion at Des Moines this week. He is a 
former president of the L. O. M. A. 


Additional Speakers Listed 
for L. A. A. Annual Meeting 


With the announcement this week of 
additional speakers for the annual meet- 
ing of the Life Advertisers Association 
in Washington Oct. 14-16, Kenneth R. 
Miller, Atlantic Life, Richmond, general 
program chairman, states that only a 
few details remain to be worked out to 
complete the program. An impressive 
array of speakers, both from within the 
business and from the outside, has been 
secured. The theme of the meeting is 
“Dollars and Sense in Life Insurance 
Advertising.” The opening speaker, fol- 
lowing President Karl Ljung’s address, 
will be James M. Blake, manager of 
field service Massachusetts Mutual Life, 
on “Trends in Humanizing the Annual 
Report.” Speakers who will discuss 
phases of using the annual report will 
include Ray B. Helser, supervisor of 
field service Home Life of New York, 
and, as previously announced, President 
Ralph R. Lounsbury, Bankers National. 


A. H. Thiemann, secretary to vice- 
president New York Life, will speak. 
Tuesday morning on “What Manage- 
ment Expects from Its Advertising 
Dollar.” He will be followed by S. S. 


Larman, vice-president Young & Rubi- 
cam; T. C. Boushall, president Morris 
Plan Bank of Virginia, and W. D. 
Kennedy, account executive J. Walter 
Thompson Company. 

In addition to George A. Harper, as- 
sistant superintendent of agencies Bank- 
ers Life, and President William Mont- 
gomery of the Acacia Mutual, already 
announced, speakers for the closing 
session Wednesday will include A. R. 
Gould, circulation manager, “United 
States News,” in a discussion on direct 


PURE PROTECTION 


LOW COST 
LIFE INSURANCE 


Ordinary, Whole Life Policy Without 
Investment Features 
Life Insurance In Itself Is Inexpensive 
ESTIMATED AVERAGE ANNUAL COST 


AGE 40... $16.40 
PER $1,000.00 
33 Years of Dependable Service to Pobcyholders 


Interstate Reserve 
Life 4 sheet Company 
Ten East Pe n Street, ¢ yg 
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mail and Nelson A. White, advertising 
manager Provident Mutual, who was the 
first president of the Life Advertisers 
Association. 


Pa. Department Activities 
Reviewed for Two Years 


Taggart of Pennsyl- 
vania has issued a report, covering the 
two years ending May 31, 1940, which 
in addition to certain statistics of com- 
panies operating in the state, reviews the 
activities of the various divisions of the 
department. The report shows that the 


Commissioner 


life agents’ licenses in force numbered 
31,876 on May 31, 1939, and one year 
later were reduced to 30,451. The num- 


ber of fire agents’ licenses in force was 
also reduced slightly from 74,677 on 
May 31, 1939, to 73,090 on May 31, 1940. 
Casualty agents’ licenses, however, in- 
creased in number from 38,355 to 41, 340. 


Chicago Community Fund Group 


S. A. Rothermel, Moore, Case, Lyman 
& Hubbard, has been appointed general 
chairman insurance division of this 
year’s community fund campaign. Vice- 
chairmen insurance division are: Fire, 
B. E. Moreau, manager St. Paul F. & 
M.; casualty, G. H. Moloney, vice-presi- 
dent Hartford Accident; life, E. W. 
Hughes, general agent Massachusetts 
Mutual, and Miss Joy M. Luidens, ex- 
ecutive secretary Chicago Association of 
Life Underwriters; mutuals, J. A. Mills, 
secretary Lumbermen’s Mutual Cas- 
ualty; general, W. W. Hamilton, assist- 
ant secretary Chicago Board. 

The insurance advisory committee 
consists of Dr. H. W. Dingman, vice- 
president Continental Assurance: R. M. 
Cunningham, vice-president Marsh & 


McLennan; Wade Fetzer, Jr., vice- 
president W. A. Alexander & Co.; E. 
A. Henne, vice-president America Fore 


Smith, manager Hartford 
Hobart, general agent 
Northwestern Mutual Life, and H. G. 
Kemper, executive vice-president Lum- 
bermen’s Mutual Casualty. 


Occidental’s Group Insurance 


LOS ANGELES—Occidental Life an- 
nounces that its group insurance now in 
force has passed the $100,000,000 mark, 
being the first company west of St. 
Louis to achieve that distinction. Es- 
tablished in 1932, with the first case 
closed on Dec. 31 of that year, the group 
department has increased steadily. R. 
F. Benjamin was the first supervisor of 
the department, being appointed in Feb- 


group; C. H. 
Fire; R. H. 


ruary, 1934. At that time only three 
cases were in force. 
Assistant Actuary H. R. A. McCorkle 


has been assigned to the department, 











The Boston Mutual 
LIFE INSURANCE CoO. 
is an old New England company 
of high character and standing. 
It is known for its conservative 
management and strength. It 
has just completed its fortieth 
year as a legal reserve company. 


e 
JAY R. BENTON, President 


EDWARD C. MANSFIELD, 
Secretary-Treasurer 


e 
HOME OFFICE 
Boston, Mass. 




















with K. G. Robinson as chief clerk, the 
latter ieien been with the department 
since its inception. The company is 
Writing group insurance in 21 states. 


Restrictions Introduced on 
Those in Military Service 


While companies have not yet made 
any announcements about adoption of 
general war clauses, many of them are 
introducing restrictions on policies is- 
sued to those in military service. These 
include: Refusal to issue term insur- 
ance, disability, double indemnity, or 
the pce term option as one of the 
nonforfeiture provisions. Quite a few 
companies which have not already an- 
nounced such restrictions are expected 
to do so shortly. 


ssessment on Old Members 


The National Life of Des Moines, 
which was formerly an assessment com- 
pany but changed to the old line basis, 
has notified all policyholders that on 
policies No. 75,000 and under and issued 
prior to 1920, there are extra 
ments that must be paid. 


assess- 


Great Northern’s “War” Policy 


The Great Northern Life has received 
a number of inquiries from policyholders 
as to the status of accident and health 
insurance of those who are called to 
the colors either in the officers reserve 
corps, national guard or under the selec- 
tive service law. To those inquiring, the 
company has prepared and is sending 
a printed statement that any and all 
restrictions in the company’s accident 
and health policies with regard to mili- 
tary or naval service will not apply to 
those who are called to the service of 
the country, until such time as_ the 
United States is actually engaged in 
war or commences hostilities of any 
kind. 
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CALIFORNIA 
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COATES & HERFURTH 
CONSULTING ACTUARIES 
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ILLINOIS 








WALTER C. GREEN 
Consulting Actuary 
Franklin 2633 
211 W. Wacker Drive, Chicago 














DONALD F. CAMPBELL 
and 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries 
100 N. La Salle St. Chicago, Illinois 
Telephone State 1330 














HARRY S. TRESSEL 
Certified Public Accountant and 
Actuary 

10 S. La Salle St, 


Associates 
M. Wolfman, A. A. I. 
N. A. Moscovitch, Ph. Db 
L. J. Lally 


Chicago 
Franklin 4026 
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Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
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Consulting Actuary 
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Norrington Handles Field 


for Royal League 
R. M. Norrington, formerly chief 
organizer of the Gleaner Life, Detroit, 


has been appointed superintendent of 
field work by Royal League of Chicago, 
effective Oct. 1. All sales and conserva- 
tion work will be under his supervision. 
A program of field work reorganization 
will be undertaken. 

The appointment will leave Fred A. 
Johnson, vice-chief archon, free to de- 
vote his time to developing and 
strengthening the local lodge program. 
Mr. Johnson announced schools for offi- 
cers and ritualistic teams will be held, 
and membership campaigns conducted 
tving in with the new field work pro- 
gram. The athletic, youth activity and 
juvenile programs also will receive spe- 
cial attention. 

Mr. Norrington established a fine rec- 
ord with Gleaner Life, thoroughly mod- 
ernizing the field work. He was active 
in organizing the Fraternal Field Mana- 
gers Association of the National Fra- 
ternal Congress and is one of the more 
progressive sales executives in the fra- 
ternal system. 


North Dakota Congress to Meet 


The annual convention of the North 
Dakota Fraternal Congress, which con- 
sists of 16 legal reserve fraternals op- 
erating in North Dakota, will be held at 
Valley City, N. D., Oct. 2. E. H. Neu- 
mann of Sauk Rapids, Minn., who is in 
charge of extension work for the Aid 
Association for Lutherans, is president 
of the Se and Miss Cora New- 
man of the A. O. U. W. of North Da- 
kota is secretary. O. E. Erickson, North 
Dakota insurance commissioner and 
Alex O. Benz, president of the Aid As- 
sociation for Lutherans and president of 
the National Fraternal Congress, will 
be featured speakers. 


B. P. Collins Goes with K. of C. 


B. P. Collins, for the past three years 
with the Woodmen of the World in 
Omaha, has been appointed superin- 
tendent of agents for the Knights of 
Columbus with headquarters in New 
Haven, Conn. He did special work for 
many insurance companies also before 
his connection with the Woodmen of 
the World. He is getting under way the 
sales promotion plans for the new in- 
surance policies recently announced by 
the Knights of Columbus. 


Promotes Corn Husking Bee 


W. E. Swan, state manager of Modern 
Woodmen in Michigan, is sponsoring 
the Michigan state cornhusking contest 
to be held on the A. W. Nelson farm, 
near Pittsford, Mich., Oct. 12. Mr. Swan 
is offering cash prizes as additional in- 
centive to contestants. 

3y giving the affair publicity through 





the local camps and through the promo- 
tion work being done by Mr. Swan’s 
field force, much interest has developed. 

National President O. E. Aleshire and 
Director E. J. Bullard of Detroit of 
Modern Woodmen will be guests. 

A. L. Zivieh, E’ast Chicago, Croatian 
Catholic Union, president Indiana Fra- 
ternal Congress, scored a hole-in-one on 
the 16th hole of the Cedar Lake Golf 
Club, Cedar Lake, Ind. 


Air Training Problems 
at Management Meeting 


DES MOINES—Beginning a three 
day study of home office problems some 
300 delegates attended the opening ses- 
sion of the convention of the Life Office 
Management Association and heard F. 
W. Hubbell, president Equitable Life of 


Iowa, extend a welcome to the visitors. 
Mr. Hubbell stressed that life office 
managers were more and more faced 


with the importance of operation costs 
which he said must be kept down. He in- 
vited the delegation to visit his home of- 
fice and also to go on a tour of the new 
Bankers Life building Thursday after- 
noon, which he called the finest struc- 
ture of its kind. 

President William P. Barber, Jr., sec- 
retary of Connecticut Mutual Life, pre- 
sided over the sessions and introduced 
D. N. Warters, associate actuary Bank- 
ers Life, who is vice- -president of the 
association and slated to step up to the 
presidency. 

A change in the program brought Ed- 
mund Fitzgerald, vice-president North- 
western Mutual Life, on the opening 
morning session with an address on 
“Value of Staff Education in Home Of- 
fice Activities.” Mr. Fitzgerald main- 
tained that each unit of the business 
should have a definite program for the 
development of younger staff members 
and the overall program should have 
two objectives; first, job training di- 
rected to the development of further 
skills and routine office production, and 
second, education in the basic principles 
of the business and practices of the 
company. 

College courses, Mr. Fitzgerald said, 
are not designed to prepare students for 
home office careers and this means that 
the home offices must assume the re- 
sponsibility of providing facilities for 
training their present organizations to 
do acceptable jobs and to produce sound 
leadership for the future. 


Michigan Court Test Found 
Not Satisfactory as Yet 


LANSING, MICH.—H. B. Thomp- 
son, Detroit, secretary-counsel Michigar 
Association of Life Underwriters, who 
addressed the legal institute on insur- 
ance during the annual convention of the 
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=TWOFOLD SERVICE BRINGS PROGRESS — 


Royal Neighbors of America was chartered in 1895 with a member- 
ship of 4,124 in 100 camps and insurance in force of $576,000. Today 
the Society is one of the leaders in its field, figures of Jan. 1, 1940, show- 
ing: Membership, 514,503; camps, 6,238; insurance in force, $344,097,822; 
admitted assets, $70,840,055, and claims paid, $108,312,911. 


This progress is attributable to the Society’s principle of twofold 
Fraternalism. 
planted by its founders and has been a guiding light for 45 years. 


In Protection and Fraternalism the Society has been alert to progress, 
offering legal reserve life insurance for the whole family, benefits of 
camp activities, financial_aid from its fraternal fund for needy members 
and benefits of the Royal Neighbor Home to worthy members. 


Protection and Fraternalism is a principle that is diligently guarded 


ROYAL NEIGHBORS of AMERICA 


This principle was firmly im- 
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state bar of Michigan, expressed regret 
at the outcome, so far, of an attempted 
court test of the statutes as they per- 
tain to taxation of insurance proceeds 
placed in trust for the benefit of a named 
beneficiary. He explained it always has 
been the attitude of Michigan attorneys 
generally that the inheritance tax ap- 
plied in such cases although not apply- 
ing to insurance bequests to be paid di- 
rectly to the beneficiary. 

A test case was prepared and sub- 
mitted last winter in Oakland county in 
the hope of gaining a clear-cut decision 
which could be appealed to the supreme 
court for a final interpretation. The case 
submitted before Judge Moore of Oak- 
land probate court by the attorney gen- 
eral’s office related to the estate of W. 
A. Purves, deceased, and involved the 
Detroit Trust Company as trustee for 
life insurance proceeds held for a named 
beneficiary. Judge Moore’s opinion, now 
on appeal, deviated from the presented 
issue, in the opinion of Mr. Thompson, 
and the resultant supreme court decision 
is not likely to clarify the law properly, 
the association counsel said. 

D. R. Kipp, Detroit, read a similar 
paper analyzing application of the fed- 
eral estate law to life insurance pro- 
ceeds left in trust. 


M. Lee Alberts, 





million dollar pro- 
ducer with the Woody Agency of 
Equitable Society, Chicago, who was 
scheduled to speak before the Million 
Dollar Round Table at the National As- 
sociation of Life Underwriters conven- 
tion in Philadelphia, was unable to 
make an appearance due to the death 
ot his father, Edwin Alberts, in Two 
Rivers, Wis., at the age of 89. 


Winfred Bailey, superintendent of de- 
posits Iowa department, lieutenant col- 
onel Iowa national guard, was one of 
five officers ordered to a year’s active 
duty in the regular army in connection 
with the selective draft. He was one 
of the officers who aided in setting up 
the registration program for the state. 


Wins Acclaim 








M. T. PAINE 


M. T. Paine, Louisville general agent 
for Lincoln Income Life of that city, is 
being given special recognition because 
of his substantial production record in 
August. In that month he produced 
$115,000 of business with 27 applications. 
He is ambitious to qualify for the Mil- 
lion Dollar Round Table. 

Mr. Paine, who is in his early 20s is 
a grandson of President A. L. Noe of 
Lincoln Income Life. Mr. Noe claims 
to have been the first agent in the south 
to have produced more than $1,000,000 
of life insurance in a year. Mr. Paine 
had experience in the home office before 
entering the production department. He 
is secretary of the “Good Morning Club” 
which is a unique organization. 





Lawrence 
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East St. Louis Agents Vote 
to Accept AFL Union 


Thirty-seven industrial agents of John 
Hancock Mutual Life in East St Louis 
are reported to have voted 20 to 17 to 
permit the American Federation of In- 
dustrial Insurance & Ordinary Agents’ 
Union, an American Federation of La- 
bor affiliate, to represent them as their 
collective bargaining agency in negotia 
tion with the company. 

Miss Dorothea de Schweinitz, in 
charge of the St. Louis office of the na- 
tional labor relations board, said the re- 
sults of the election will be certified, 
naming the labor union as the agency 
for the workers. No other union was 
involved in the voting. The election 
was ordered by the NLRB which at the 
same time directed a similar election 
be held by John Hancock agents in Ho- 
boken, N. J., to determine whether they 
wanted to be represented by the CIO 
affiliate, the Industrial Insurance Agents 
Union Local No. 84 of the United Office 
& Professional Workers of America in 
New Jersey. 


Otticials Honor Manager La Plante 

DENVER.—More than 125 persons, 
—ae many company officials, at- 
tended the testimonial dinner given here 
in honor of J. F. La Plante, manager 
district Metropolitan Life, on his 
h anniversary with the company. 
The banquet was preceded by an agency 
sales conference. Among those at- 
tending were H. E. North, vice-presi- 
dent; J. O. Kline, assistant superinten- 
dent of agencies; Dana _ Beardslee, 
superin tenc - of publications; Super- 
visors A. B. Fritz and Herbert McLel- 
lan; Commissioner Kavanaugh, and J. 
L. Reams, American of Newark group. 
Mr. La Plante started as agent in Se- 
le in 1914, became assistant manager 
there, then was transferred to Bremer- 
ton, Wash., in the same capacity. From 
1920 to 1922 he was Yakima manager, 

















then came to Denver as manager. Later 
he we as stationed in Seattle, Rainier, 
Was! Bellingham, Wash., and then 


hee to Denver. 


Bednar, Newman Change 


SS: R Bed nar, 
Nashua, N. H., office of 
was transferred to manage Keene de- 
tached office. He is succeeded in Nashua 
by W. E. Newman, assistant manager. 


assistant manager 
Metropolitan, 





Negro Company Signs with CIO 





One of the first contracts consum- 
mated between an industrial insurance 
company and its agents in the United 
States was signed here between the 


(,ood 


Citizens Mutual Benefit § In- 
dustrial Life 


(Negro) and its agents, 
United Office & 
rofessional Workers (CIO), compris- 
ing approximately 50 men and women. 
ontract calls for an advance from 
percent on new collections, a 
f 10 days a year with pay, 50 
nission on new business for 


embers of the 


=) 





percent com! 


an increased period of time, all griev- 

ances to be settled by arbitration and 

better Working conditions. Agents of 

three other Negro industrial insurance 
ompanies still are on strike. 

W. M. Wildeboor Honored 
JEFFERSON CITY, MO—W. M. 


central Mis- 
Metropolitan 


Wildeboor, manager of the 
souri district office of the 


Life, was honored for his 25 years of 
service at a dinner. Glen J. Spahn, su- 
perintendent of agencies, New York, 
acted as master of ceremonies. Others 
from the New York office were A. C. 
Sawhill, general assistant manager; 
Harry Lucas, supervisor, field training 


division; John H. Van Horn and John 
F. antes, agency supervisors. O. F. 
Teichgraber of Kansas City, Mo., group 
supervisor, and managers from 


division 


a number of cities in Missouri and Kan- 
sas, were also present. 

The program included talks by Ray 
B. Lucas, insurance superintendent of 
Missouri, and Judge C. L. Henson, chief 
counsel for the state insurance depact- 


ment 

Mr. Wildeboor spent his first 12 years 
with Metropolitan as an agent in this 
city, and later was located at Sioux 
City, Ia. Kansas City, Kan., and St. 


Louis, Mo., 
the central 
in 1938. 


before becoming manager of 
Missouri district office here 


POLICIES 


Texas Prudential Increases 
Its Premium Rates 


The new rate book of the 
dential shows a premium increase for 
life, endowment and retirement con- 
tracts. An increase in the surrender 
charge causes a reduction in surrender 
values ranging from $1 to $5 per $1,000 
in the early years of the contract. Val- 
ues remain unchanged on all forms for 
the 20th and later years. 

The premium increase is more pro- 
nounced on the higher premium forms 
although in few cases does it exceed 
$1.50 per $1,000. On the endowment 
age 85 plan it averages only about $0.50 
per $1,000. Samples of the new rate 
schedule are shown below. 

Rate per $1,000 (non-participating) 





Texas Pru- 





Monthly 20 

20 P. Income Pay 

End. End. 20 End. End. Comp. 

Age Age Yr. Age Age End. 

Age 85 85 End. 60 60 85 
10 ib iai's bh. ebwcpin'l, Douala & __ereselp Ua eels 
15 2.§ 2 55 $41.16 $19.65 $16.47 26.15 
20 44 9 18.99 28.35 
25 .80 2 22.27 30.75 
30 2.42 26.72 33.50 
35 3.20 33.02 37.20 
40 .57 42.18 42.00 
45 3.78 56.16 48.35 
0 59 79.51 65.85 
55 .94 cove OG0D 
60 3.99 80.55 





Extends Double Indemnity 

The Aetna Life has notified its agents 
that it has extended its double protec- 
tion plan to include an arrangement of 
this coverage up to age 65. The policy 
provides for payment of the face amount 


at death but double indemnity if death 
occurs within the double protection 
period. There is no change in the pre- 


mium after the double protection period 
expires. The policy is issued on a non- 
participating basis. At age 35 the pre- 
mium is $38.76. 


To Test Exemption of Policy 


A suit to determine whether the pro- 
ceeds of life insurance policies are ex- 
empt from execution has been filed in 
the Ohio supreme court. The suit is to 
determine the validity of the Ohio gen- 


eral code section 9394 and 9398-1, whici 
provide that life companies may hold 
exempt from claims of creditors of a 


beneficiary, other than the insured, pro- 
ceeds of a life policy due and payable to 
beneficiary. A woman and her husband 
borrowed money from a man, giving 
their promissory notes secured by a real 


estate mortgage. The man died, leav- 





aie $40,000 insurance. Later, the woman 
being in default on the mortgage, the 
mortgage was foreclosed leaving a de- 
ficiency judgment against her. Execu- 
tion was levied against the woman and 
returned as unsatisfied, whereupon a 
creditor’s bill against her and the insur- 
ance companies which issued the poli- 
cies was filed. Both the common pleas 
and appeals court held for the defend- 
ants. The petitioners declare that the 
sections of the code mentioned impair 
the obligations of contract since the 
mortgage indebtedness was created in 
1923 and the sections were not enacted 
until 1933. 


Standard Provisions for 
Group Accident-Health 


SAN FRANCISCO—The committee 
on standard provisions for group acci- 
dent and health policies appointed last 
December by Commissioner Caminetti 
has made its report. The committee, of 
which Harold Haas, administrative as- 
sistant of the division of insurance, is 
chairman, has also submitted proposed 
forms for standard group accident and 
health provisions, eliminating the vari- 
ous alternative forms adopted in De- 
cember by the commissioner, and pro- 
posing the substitution of a relatively 
simple set of standard provisions for 
this type of coverage, as well as in- 
structions in connection therewith. 

All accident and health companies are 
now being notified of a hearing to be 
held on Oct. 21 for the purpose of de- 
termining whether or not these provi- 
sions should be adopted. The com- 
panies are also being supplied with a 
copy of the committee’s report and the 
proposed standard provisions. 


Committee Members 


Members of the committee — in ad- 
dition to Chairman Haas: G. W. Kem- 
per, Fireman’s Fund, eo oe the 
Bureau of Personal Accident & Health 
Underwriters and the Pacific Coast Con- 
ference on Hospital, Medical & Surgical 


Spee vad 1940 





N. lL ‘Circuit Geant Rules 
Against Exempting Agents 
from Unemployment Law 
TRENTON—Efforts to get a ruling 
in New Jersey exempting commission- 


compensated life agents trom the state 
unemployment insurance law received a 


minor setback this week when Circuit 
Judge Oliphant dismissed Provident 
Mutual's petition for a declaratory 


judgment, holding that the state declar- 
atory judgment does not apply where a 
state body, in this case the unemploy- 
ment insurance commission, is in- 
volved. 

The case will be appealed, first on 
the contention that the trial court was 
in error in its ground for dismissing the 
action. If that should fail, the case can 
still be litigated in the usual by resist- 
ing demands for payment of the unem- 
ployment tax and letting the commis- 
sion bring action. 

Virtually all other ordinary compa- 
nies operating in New Jersey are in the 
same situation as the Provident so the 
final outcome will have a wide effect. 
North Carolina is currently the only 
other state where agents are held sub- 
ject to the state unemployment insur- 
ance law. In all other states where the 
question has come up agents have been 
held exempt, either by court decision, 
commission ruling or statute. Federal 
rulings also hold them exempt. 





Insurance; Arnold Brown, Metropolitan 
Life, representing the accident and 
health section of the National Group 
Conference; Marcus Gunn, California- 
Western States Life, representing the 
Conference of Accident & Health In- 
surers; and John Andrews, document 
examiner of the division of insurance. 


J. A. Farber, Omaha, president Serv- 
ice Life, is in Los Angeles on a busi- 
ness trip, accompanied by his daughter 
Patricia. 











PERTINENT FACTS— 
SUPREME FOREST 
WOODMEN CIRCLE 


Gross Assets ............ $ 33,716,675.00 
106,83 1,483.00 
134,166 


Organized into 2,678 groves in 44 states 
Benefits paid in 1939 to members and 
beneficiaries ............ $1,767,420.41 


Dora Alexander Talley, National President 
Mamie E. Long, National Secretary 


Home Office, Omaha, Nebraska 








Our Men 


SUCCEED because 
Maccabees. Our records of 60 


one of diagnosing the needs of 
writing the insurance necessary. 


requirements, write us. 


for you. 








successful institution. Our men don’t have to sell 
their clients on the safety and reliability of The 


quarter of a million members and 250 million 


dollars in benefits paid, do that. Their only job is 


If you want a position where your success is lim- 
ited only by your ability, and you can meet our 
We may have a place 


The Maccabees 





they represent a 
years of service, 


their clients and 


Detroit, Michigan 
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Social Security Approach 
Aids in Writing $5'70,000 


The enthusiastic response to the sales 
possibilities of using the social security 
act revisions as a life insurance ap- 
proach has quieted down now that the 
novelty has worn off. However, the ap- 
proach is still effective in getting results 
as the general public has not yet be- 
come fully aware of the social security 
benefits even if the subject is now old 
stuff to the average agent. 

Raymond W. Frank, Caperton agency 
State Mutual Life, Chicago, early recog- 
nized the sales opportunity in program- 
ming social security benefits and was 
one of the first users of the slide rules 
and calculators brought out by THE 
NATIONAL UNDERWRITER, Furthermore, 
the use of the social security approach 
has been instrumental in establishing his 
record of paying for $570,676 of business 
in the nine months since Dec. 1, which 
includes his business placed in all com- 
panies, annuity plans, annual premiums 
on retirement annuities and converted 
term insurance, and represents $19,166 
in annual premiums. 


Develops Referred Prospecting 


Mr. Frank finds that the social secur- 
ity approach is especially effective in 
developing referred prospecting. A man 
who may hesitate to recommend a life 
insurance agent to his friends and as- 
sociates is glad to suggest names of peo- 
ple who will be interested in having 
their social security benefits pro- 
grammed. In one case, Mr. Frank sold 
the vice-president and manager of a 
company $35,000 of insurance and he 
was so enthusiastic that he suggested 
Mr. Frank explain the social security 
benefits to his associates. He introduced 
Mr. Frank to five men and so far three 
have bought a total of $24,000 insurance 
with social security programming as a 
basis. 

Another angle in the social security 
approach which offers possibilities for 
development is the fact that company 
executives desire to acquaint employes 
with benefits which they will receive 
under social security act. This is es- 
pecially true where labor relations are 
a factor and the company wishes to 
show employes the benefits it is provid- 
ing through the act. For example, Mr. 
Frank called on the president of a large 
company and although he wasn’t par- 
ticularly interested in his own social 
security benefits, he wanted his em- 
ployes to learn what they will get, with 
the idea they will be more satisfied 
with their jobs. Mr. Frank wasn’t par- 
ticularly anxious to take the time to talk 
to the minor employes, so he suggested 
that he talk to the top men and they 
in turn could relay message to the rank 
and file. In this way he was introduced 
to about 20 executives and department 
heads, thus opening up a fertile outlet 
for sales. Although this occurred only 
recently, he was able to sell $5,000 in- 
surance to one of the first four men he 
has interviewed. 


Wants Graphs for Employes 


In another case an official of a firm 
employing 2,000 men asked him to get 
up five or six representative graphs 
showing the social security benefits pay- 
able under various income and family 
situations. The firm intends to publish 
these and distribute them to their em- 
ployes so that they will realize the ad- 
vantages of social security benefits. 
This, of course, builds goodwill for Mr. 
Frank and enables him to get a better 
in with the other officials in the com- 
pany. 

The advantages of the social security 
act early came to Mr. Frank’s attention 


when one of his policyholders died ia 
January, nine days after the revisions 
had gone into effect. Mr. Frank has 
programmed this man’s insurance and 
social security benefits to show what his 
family will receive during the coming 
years. Inasmuch as it is an actual case, 
prospects are obviously more interested 
when he shows this program to them 
than they would be in a hypothetical 
situation. 


Several Dramatic Incidents 


There are several dramatic incidents 
regarding the case which Mr. Frank 
calls to the attention of his prospects. 
The policyholder had been located in 
Chicago when Mr. Frank sold him his 
insurance. Later he moved to another 
city so that Mr. Frank has letters to 
show from his widow outlining the sit- 
uation. The deceased policyholder de- 
veloped cancer in the fall of last year. 
He went to the Mayo Clinic in Roches- 
ter, Minn., for treatment, although he 
realized the situation was rather hope- 
less. Being an accountant he was fully 
aware of the advantages of the new 
social security revisions and he was very 
anxious to keep alive until after 1940 
so his family could receive the full bene- 
fits under the act. He explained this 
to the doctors and they, according to 
his widow, actually prolonged life by 
blood transfusions, oxygen, etc. The 
widow reported that she was sure that 
he would not have lived in his home 
town until Jan. 1 if he hadn’t had the 
special treatments. This story along 
with the graph which Mr. Frank has 
prepared showing the late policyholder’s 
insurance and social security benefits, 
keenly interests prospects. 


What Family Will Receive 


Mr. Frank had sold this policyholder 
a $5,000 family income policy five years 
before his death so that under its pro- 
visions, his family will receive $50 a 
month for 15 years and then his widow 
will receive the $5,000 principal. The 
policyholder was 37 years old and his 
wife was 34 when he died. He had two 
daughters, eight and one years old. He 
was receiving a salary of over $250 a 
month so under the social security his 
wife will receive $72.10 a month for the 
next 10 years until the eight year old 
daughter becomes 18 and then she will 
receive $51.50 monthly for the next seven 
years until the second daughter is 18. 
Coupled with the $50 monthly from the 
insurance, this means that she will have 
an income of $122.10 monthly for the next 
ten years and $101.50 monthly for the 
seven years following that period. The 
widow has arranged to receive the ad- 
ditional $5,000 on a $50 monthly basis 
for eight years starting in 1957 when 
the social security benefits cease. How- 
ever, there is a lapse between the time 
when this $50 a month income ceases 
in 1965 until she will again receive so- 
cial security benefits in 1972 of $30.90 a 
month as a widow over 65. This bene- 
fit will continue for life. Mr. Frank 
estimates that under the social security 
act the policyholder’s family will receive 
$12,978 and the life insurance payments 
will amount to $16,300 or a total of 
$29,278. In addition to the $5,000 fam- 
ily income policy, there was a $1,C00 
policy in another company which pro- 
vided cash for a clean up fund. 


Not Ideal Program 


In presenting the graph on which this 
information is charted, Mr. Frank points 
out that it is far from an ideal prograin 
and that with the social security benefits 
the life insurance program should have 


been rearranged so that some provision 
might been made to take care of the 
wife for the six year period where there 
is now no provision under the present 
set-up. 

Further proof of the effectiveness of 
the social security appeal is shown by 
the successful direct mail experience 
which Mr. Frank has recently had. He 
sent out 125 copies of the following let- 
ter which his company provided: 

Dear Mr. Smith: 

No. 550-01-1132 

This is a social security number. 

Are you fortunate enough to have 
one? 

The original social security act 
provided a retirement for you at age 
65 or lump sum benefits to your 
heirs. The amended act not only 
provides retirement for you but also 
for your wife. Should you not live, 
there are benefits provided for your 
widow and children. 

I have secured a supply of book- 
lets which thoroughly explain the 
act and the benefits available. This 
booklet may be obtained by return- 
ing the attached card. 

Don’t sign it—just mail it! 

Sincerely yours, 


From the 125 letters, Mr. Frank re- 
ceived 42 inquiries, 15 of which were 
from persons he had never met. He 
had used a miscellaneous list of persons 
he knew, referred prospects and a coun- 
try club membership roster. A govern- 
ment postal card was enclosed with only 
the name of the recipient typed on the 
back so that all he had to do was to 
mail the card back to Mr. Frank if he 
was interested. 


Reply Sent to Inquiries 


In answer to the inquiries, Mr. Frank 
sent the following personal letter along 
with a questionnaire: 

I have your card in response to 
my letter concerning your social se- 
curity benefits. I have a booklet 
reserved for you, but if you will fur- 
nish me certain essential informa- 
tion I will send you the booklet 
completely worked out for your in- 
dividual case, and also send you a 
graphic illustration that is easily 
understood outlining your benefits 
in detail. 

I am enclosing a general ques- 
tionnaire that is in use in our office. 
It is not necessary that you an- 
swer all of the questions, but if you 





Wife’s Part in Agent's 
Career Topic Discussed 
at National Life Seminar 


A wife’s confidence, counsel, advice 
and understanding are very important 
to the insurance agent, said Mrs. Robert 
O. Bickel, in a paper that was read at 
the “wives’ seminar” at the National 
Life of Vermont educational conference 
in Chicago. She is the wife of one of 
the leading agents of the company at 
Cedar Rapids, la. Due to the illness of 
a daughter at home, she was unable to 
attend and her paper was read by Mrs. 
FE. A. Hasek, Kansas City. The seminar 
was under the chairmanship of Mrs. 

’. J. Stoessel, Los Angeles. 

Mrs. Bickel in summing up the whole 
situation said that she thinks that a wife 
who is desirous of being a helpful part- 
ner should believe in the following: 

“T believe the dignity of the insurance 
profession and take pride in the splendid 
opportunities it offers for service. 

“May I have some measure of under- 
standing of the problems which con- 
front my husband, so that he may find 
in me an intelligent and sympathetic 
partner. 





will furnish me particularly with the 
information checked (not the part 
about present insurance) I will 
be able to tell you your individual 
benefits. I am enclosing a self- 
addressed envelope and as soon as 
you return the questionnaire I will 
proceed immediately to give you the 
information you want. 

The questionnaire follows: 


SOCIAL SECURITY QUESTIONNAIRE 
Name 
My date of birth is —————- ——__ — 


My wife's date of 
birth is ———————— ——— - 
month day year 
My children 














Name — ——_ ——_ a 
month day year 
Name cia ene dis 
month day year 
Name —<—$.—$ ———___ __ . 
month day year 
Name ——————_ ee 


month day yeal 
My parents 





PE ~ wcsedakeGs ————q— —_ -— 
month day ye ir 
MOGMO “os gwedokss os ——~ 
month day year 
are 
Parents are not dependent on me 
support. 


will 

I believe they will 

dent on me. 
How long have you been working 

under the social security act? 
What has been your average weekly or 

monthly wage, if less than $3 

yearly? 
How much life insurance do 

you own? —___—____ 
Your wife? —_—__—__ 
Your children? : 
Description of p¢ 
Company 


not become depen- 















)licies if possible: 
Kind Amount 


After the 
turned, Mr. 


questionnaires were re- 
Frank charted the social 
security benefits and called on the 
prospects. In cases where full informa- 
tion about present insurance was given 
he had a perfect set-up for a sales ap- 
proach. 

This mailing has provided | 
rich field for new business. 

Every person is interested to find out 
what his social security benefits will be 
under the act, according to Mr. Frank. 
Furthermore, for the first time, men 
who are earning up to $3,600 a year, 
can now provide a minimum adequate 
protection and retirement program by 
adding life insurance to social security 
benefits. Formerly men in the medium 
income groups were not particularly 
sold on the program idea because they 
felt that it was impossible to do a com- 
plete job which is now possible under 
the social security act. 


uim with a 


“May I show by word and deed the 
confidence I feel in his ability to suc- 
ceed in this, his chosen profession.” 

Mrs. Bickel said that she had asked 
many field men if the wives played an 
important part in their husband’s red 
cess. To a man, everyone replied that 
few wives realize how important their 
part is. Field men who are employing 
agents have told Mrs. Bickel that many 
times their opinion of the wives and the 
relationshi up between husband and wite 
is the deciding factor in selecting pros- 
pective agents. Several men went so 
far as to say that a wife can make ot 
break a man. 

The insurance agent with his long 
and irregular hours, with the necessity 
of his const tantly enlarging his circle of 
acquaintances, and the need of his spend- 
ing many saues away from home work- 
ing On civic projects in order to estab- 
lish himself in the community, should be 
given home atmosphere that is conduc- 
ive to peace of mind. “Since life insur- 
ance is to protect the home,” Mrs. Bickel 
said, “a man cannot be sold on his own 
business and so sell others unless his 
own home means much to him. In other 
words, the home should be a place of 
inspiration to him. The values have to 
be there.” 








HieNATIONAL UNDERWRITER 





Zimmerman Crusade Insurance Attorney Talks — 
on Incontestable Clause 


Against Government 
Encroachment Acts 


(CONTINUED FROM PAGE 1) 
realize that the only way the govern- 
ment could undersell the old-line legal 
providing the same 
amount of safety, would be to charge 
the difference to the taxpayers. No 
eliminating of agents or cutting in pro- 
duction costs can dispose of the fact 
that the government is entirely unable 
to invest its money as advantageously 
as private companies.” 

To have security, he said, the tax- 
payer must remember that he has to 
pay for it. “The American people must 
realize they can not go to the polls 
and vote themselves security and pen- 
sions,” he said. 

Sooner or later expansion of the so- 
cial security act will have to be opposed, 


reserve Cc ompeée nies, 


Mr. Zimmerman declared, because of 
the constantly expanding pressure on 
Congress to increase benefits. To sur- 


vive, the act must provide only for mini- 
mum subsistance, he said. 

Plans Followed by Life 
Offices on Conscripts 


(CONTINUED FROM PAGE 3) 





The employe’s group life and his de- 
pendents’ hospitalization insurance will 
be continued during the leave of absence 
for a period not to exceed 12 months 
from the date when the employe actu- 
ally enters military service. During this 
entire period the employ e’s contribution 
for such insurance will be paid by the 
company. Hospitalization insurance on 
the employe himself will not be con- 
tinued. Pending any state or federal 
ruling to the contrary, the usual deduc- 
tions must be made by the company for 
security taxes from any salary 
nce. 


social 
allowa 


Full Program for Medical 
Directors Announced 


(CONTINUED FROM PAGE 1) 

is the subject of Dr. J. H. 
Means, Jackson professor of clinical 
medicine Harvard Medical School, 
from which he was graduated in 1911. 
He was on the faculty there from 1913- 
1924 and is chief of the medical serv- 
ice Massachusetts General Hospital. Dr. 
Jackson has written much on medical 
subjects and particularly on diseases of 
the thyroid gland. 

To Hold Golf Tournament 

The first day will be devoted to recre- 
ation. There will be a golf tournament 
in the forenoon at the Charles River 
Country Club, and a sightseeing tour to 
historic spots in Boston, Lexington, and 
Concord, followed by a steamer excur- 
sion in Boston Harbor and a shore din- 
ner. The annual banquet will be held 
the evening of Oct. 17. 

Officers besides Dr. Frost and Dr. 
Cragin, include: Dr. D. E. W. Wens- 
trand, medical director Northwestern 
Mutual Life, second vice president; Dr. 
E. G. Dewis, associate medical director 
Prudential, secretary; Dr. Albert O. 
Jimenis, assistant medical director 
Metropolitan, treasurer; Dr. H. Un- 
gerleider, assistant medical director 
Equitable Society, editor of proceedings. 


Insurability” 





Will Represent Commissioners 


Commissioner J. M. McCormack of 
Tennessee will represent the National 
Association of Insurance Commissioners 
at the American Life Convention’s an- 
nual meeting jn Chicago next month. He 
was appointed by Commissioner Blackall 
of Connecticut, president of the com- 
missioners’ body, to speak as its repre- 
sentative. 


connection 


ANGELES—Members of the 
Life Insurance Managers Association 
heard A. C. Rosenblum, an insurance at- 
torney discuss the “Most Important 
Clause in a Life Policy.” 

He said that the incontestability clause 
was the most important one, as it affects 
all other clauses and applies to all other 
clauses, and that it is one of the fea- 
ture that has conduced to the growth of 
life insurance. Stating that it first or- 
iginated in England in 1850 as the “In- 
disputable” clause, it came to the United 
States in 1865, and became of general 
use following the Armstrong investiga- 
tion. He said there is nothing concern- 
ing it in the California insurance code 
relating to compulsory inclusion in the 
policy. 

Rule of the Courts 


He declared that it is the rule in most 
of the courts, now, that it bars the com- 
pany from setting up any defense against 
anything not included in the clause it- 
self. He said that application of the rule 
in many courts barred against defense 
by reason of misstatement of age, sui- 
cide, provision that the policy must be 
delivered while the insured is in good 
health; death at the hands of the law; 
death while violating the law; army and 
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navy service; intoxication; travel re- 
strictions, and most important of all 
barred defense by reason of fraud, no 


matter of what degree or how virulent. 
He said that the matter of fraud now is 
the general rule. 


New Application for 
Canadian Military Risks 


TORONTO—An entirely new form 
of declaration which is to be signed by 
soldiers who are applying for life insur- 
ance in Canada is being introduced at 
the present time by companies operating 
in the Dominion, and so far as can be 
learned this development was not acted 
upon during the last war period and rep- 
resents an entirely new procedure. 

When signed by the applicant, the 
form will then mean that the assurcd 
is aware of the fact that the war clause 
included in the policy provides for re- 
stricted benefits. It also testifies that he 
has been advised and as a result under- 
stands that the amount of cash that he 
can have returned to him is restricted 
to the amount set un in a tabulated set 
of cash values of the policy. 

Life insurance agents have been ad- 
vised that this form is to be completed 
by the applicant at the same time he 
signs his application for insurance. In 
with this new form, it is 
stated that it must be completed in 
every case where the applicant is in the 
Canadian active service force, irrespec- 
tive of whether the premiums are to be 
paid directly by the insured or his fam- 
ily or by monthly deductions from his 
service pay. 


Ohio National Campaign 
CINCINNATI —“Digging for Bul- 
lion” is the theme selected for the Ohio 
National’s president's month campaign 
in October for T. W. Appleby. All of 
the details of the campaign will be car- 
ried out in real gold rush style in adver- 


tising and sales promotion matter. This 
is Mr. Appleby’s 26th year with Ohio 
National. 





Whaley Locates in Dallas 


J. V. Whaley, recently appointed as- 
sistant agency manager for the southern 
territory of the Franklin Life has trans- 
ferred his office and place of residence to 


Dallas. He occupied a similar position 
with the Great American Life in San 
Antonio until its unification with the 


Franklin several weeks ago. 
Mr. Whaley has spent the major por- 
tion of his business life in the insurance 


He said that Illinois is the only state 
that has by statute made the incontest- 
ability clause effective from date of pol- 
icy. He declared that where recission 
of policy is sought by the company it 
must go into court and get the recission, 
simple return of the premium is not 
enough He pointed out that the clause 
does not apply where substitution at 
time of medical examination is made; 
when there is no insurable interest of 
the insured: and when the clause in- 
cludes “Risk is not assumed.” He said 
that under the new York code of 1939 
three risks that can be not assumed are 
suicide under two wears, aviation and 
military or naval risks. 

Rules on Reinstatement 


He pointed out there are three rules 
affecting the clause on reinstatement, the 
broad rule which states it dates from the 
date of reinstatement, the narrow one 
that if the clause is effective prior to 
the lapsation it dates from the issuance 
of the policy and the rare one that the 
reinstatement is a new policy contract. 
Preferably he favored the narrow one. 

He asserted that the application of 
the rule had to consider the manner in 
which the policy was writtein. If writ- 
ten on a binder receipt, then it must be 
applied according to the law of the state 
where the ompany is domiciled. If writ- 
ten on the basis that the delivery of the 
policy is the last act performed, then 
the application must be under the law 
of the state where delivery is made. 


one of the most widely 
known executives in Texas. He has es- 
tablished sales records all over the state, 
and consistently maintained leadership in 
the Great American sales organization. 
He will work in close cooperation with 
W. L. Dugger, vice-president in charge 
of sales for the Franklin Life. 
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Raymond Rhoads Dead 


COLUMBUS, O.—Raymond Rhoads, 
57, assistant state superinténdent of in- 
surance, died of a heart attack at his 
desk in the State Office building, Tues- 
day evening. Formerly he was an agent 
of the Northwestern Mutual Life. He 
was scheduled to take part in the annual 
meeting of the Ohio Association of In- 
surance Avcents at Cleveland next week. 
The funeral was held Thursday after- 
noon. 


J. A. Hawkins Married 


Announcement was made in Colum- 
bus, O., of the marriage at Paris, Ky., 
about two weeks ago of Jesse A. Haw- 
kins, vice president and manager of 
agencies of the Midland Mutual Life, 
Columbus, and Miss Ruth Ank. Miss 
Ank has been secretary to a physician 
in Columbus. 





Insurance Men in C. of C. Drive 


In a reecnt drive staged by the cham- 
ber of commerce of Kansas City for new 
members, J. C. Higdon, vice-president 
Business Men’s Assurance, appointed 
colonel of regiment No. reported the 
largest number of new members—a total 
of 112—turning in $3,365. Members of 


his regiment included such prominent 
insurance men as D. R. Alderman, vice- 
president, Kansas City Life; O. C. 
Thornton, vice-president, Midland Life; 
W. R. Jones, Aeon National Fi- 
delity Life; L. Goodwin, vice-presi- 
dent, Central an R. J. Costigan, 


Missouri manager, Business Men’s As- 
surance and the goal of the membership 
and fund campaign leaders was 300 new 
members. 


James Crockett has been named man- 
ager life insurance department Merrill, 
Dodge, and Jackson, Toledo, O., gen- 
eral insurance agents, having been in the 
life underwriting field since 1929. 
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A. Van Goldman, 
department Prudential, Chicago, was 
given a surprise party on his 20th an- 
niversary with the company. Robert 
Cameron, assistant manager, presented 
him With an executive set, and a cer- 
tificate for 20 years service was sent 
trom the home office. Don Alford and 
Ed Hennessy, also assistant managers, 
presided at the dinner. Members from 
the agency, group and medical depart- 
ments, attended as well as Mrs. A. Van 
Goldman. 

Governor 
appointment of 


manager ordinary 


Bailey has announced the 
John E. Felker, of 
Rogers, Ark., as a member of the live- 
stock sanitary board. He is vice-presi- 
dent of the Union Life. 

The Dallas agency of the Jefferson 
Standard Life honored R. M. (Bob) 
White with $126,000 in applications on 
his 25th anniversary with the company. 
The agency produced $1,014,000 during 
June, July and August, making a gain ot 
25 percent over the similar period last 
year. 

Miss Helen Akers Curry, daughter 
of Mrs. A. B. Curry of St. Paul, will 
become the bride of V. W. Crary, son 
of Mr. and Mrs. A. W. Crary, of Fargo, 
N:; Dak... Oct. 12. Miss Curry is a grad- 
uate of Visitation Convent, St. Paul, 
and Mr. Crary attended St. Thomas 
College and the University of North 
Dakota. Mr. Crary is a very active 
member of the A. W. Crary Agency, 
state agents for the Northwestern Na- 
tional Life in North Dakota. 

Funeral services were held in Mil- 
waukee Sept. 21 for W. T. Rutherford, 
46, former Milwaukeean, assistant coun- 
sel for the New York Life in New York 
City, who died Sept. 18 at his home at 
Manhasset, N. Y. He attended high 
school and college in Milwaukee, was 
graduated from the University of Wis- 
consin and from Harvard Law School. 

Percy H. Evans, vice-president and 
actuary of the Northwestern Mutual, i 
on a business trip to New York City 
and will later join Mrs. Evans who is 
visiting their daughter and son-in-law, 
Mr. and Mrs. Nelson Phelps at Way- 
land, Mass. Mr. Phelps is general agent 
for the Northwestern Mutual in Boston. 

Jack Paschall, senior member of the 
home office general agency firm of Pas- 
chall & Gist, of the Pacific Mutual Life, 
died at his home in Sierra Madre, Cal., 
Sept. 18, after an illness of a year, aged 
47. He had spent his entire business 
career with the Pacific Mutual save for 
one year with the Aetna Life. For a 
year he was general agent for the Pacific 
Mutual in Portland, Ore., and since then 
has been in the home office general 
agency, a large part of the time as gen- 
eral agent. 





The Institute of Life Insurance has 
sent out a brochure urging fall booking 
activity for the movie “American Por- 


RECORDS 


Life of Virginia—August paid for or- 
dinary business exceeded that for 
August, 1939, by 53 percent, and deliv- 
ered business for the first eight months 
was 45 percent greater than for the 
corresponding period last year. Increase 
of insurance in force was 79 percent 
better for. August than a year ago and 
77 percent larger for the first eight 
months than in the same period in 1939. 

Mid-Continent Life — New _ business 
production increased to date this year. 
New business written in August ex- 
ceeded that of May by more than 5 
percent and 12 percent better than in 
the corresponding month last year. 

Cc. G. Bloomingdale of the Marion, O.. 
agency of Ohio State Life just completed 
250 weeks in the Application-A-Week 
Club. He has been a member of the 
company’s honor club for the entire pe- 
riod. 
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This booklet Tells You 


about the intensive, five-week course in planned salesman- 
ship conducted by field-seasoned instructors of the Etna 
Life Insurance School. The thorough study of Life, Acci- 
dent, and Group insurance enables you to take profitable 
advantage of the comprehensive lines written by the 
Etna Life. The School has proved an influential factor 
in increasing the earning capacity of its students. A copy 
of the booklet is yours for the asking . . . merely 


address your request to: 





The Etna Life Insurance School « Hartford, Connecticut 





There are a limited number of openings for the session beginning October 21 












































45TH. ANNIVERSARY CONVENTION BANQUET 
LOYAL PROTECTIVE LIFE INSURANCE CO 
HMCTEL STATLER BOSTON, MASS 


AUGUST 29, |940 


Thirty states and several Canadian provinces were represented at the three day convention of the Loyal Protective Life in Boston. 
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Thought-inspiring talks were given at the Provident Mutual Life’s mid-western regional sales congress in Chicago by 
E. W. Marshall (left), vice-president and actuary; President M. A. Linton and Vice-President Willard K. Wise. 


(Left)—These five young men in the 
home office cf the Home Life of New York 
distinguished themselves during the past 
summer by qualifying for high honors in 
two specialized fields. Three of them 
earned the degree of associate as con- 
ferred by the Actuarial Society of Amer- 
ica, and two qualified for the Life Office 
Management Association's fellowship 
diploma. They are left to right (seated) 
J. M. Schenkel, A.A.S., William Allan, 
A.A.S., and R. F. Gruen. Standing: G. W. 

This new Neon lighted sign on the Pickering, A.A.S., and R. G. Morse. 
tower of the Home Life building in New 
York is one of the largest single letter 
signs in that city. It measures 22 feet by 
14. It is estimated that it will be seen 
by 7,000,000 persons monthly. 





